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PLAN TO BETTER BUILDING 
RISKS BY APPLYING RATING 
SYSTEM AS FOR STEAMSHIPS 


Idea Meets With Approval Of 
Fire Insurance Inspectors Who 
Have Studied It 


ALREADY TRIED IN DETROIT 
Certified Building Registry Opens 


Offices Here; Would Give Credit 
for Good Construction 














Authoritative “ratings” of structural 
merit, so long a powerful influence for 
better building in the shipping world 
because accepted by lenders and invest- 
ors, underwriters and builders, have been 
recommended for the same purpose in 
the building field by the Standards Com- 
mittee of the New York Building Con- 
gress. As a result of this a proposal 
will be discussed at the next meeting 
of the president’s council of the Asso- 
ciated General Contractors and at the 
annual meeting of the Producers’ Coun- 
cil, Inc., American Institute of Achitects, 
that the organization of Certified Build- 
ing Registry be enlarged and adequate- 
ly financed for a service to give incen- 
tive to speculative builders to improve 
the quality of their structures. 

Ratings as a basis for a better system 
of lending, one which will discriminate 
in favor of good construction, have be- 
come a problem of national importance. 
If the quality of buildings is to be im- 
proved, with reduction of all the attend- 
ant fire hazards and conflagration haz- 
ards of poor construction, such an im- 
provement in the lending system is a 
big problem to be solved. 

Present Evils of Non-Rating 


“For lack of authoritative system of 
ratings of buildings the builders, par- 
ticularly speculative builders, have had 
no incentive or necessity to compete as 
to quality of structure,’ said Clyde A. 
Mann, director of Certified Building Reg- 
istry, which has developed the service 
of inspection and rating of buildings in 
Chicago and Detroit and now has New 
York headquarters for the purpose of 
closer co-operation with the sources of 
money for building loans. “Lenders have 
in fact impoverished the quality of build- 
ings by their own disregard in the main 
of the great variations between poor 
and good construction. This has been 
due to the absence of such system and 
Service as is used today in the construc- 
tion and maintenance of ships afloat on 
all the seas. 

“When an owner offers a ship any- 
where in the world for the purpose of 
Sale, insurance or charter, he has the 
benefit of authoritative information, such 
as 1s wholly lacking in the building field, 
as to the structural stability, design and 
upkeep expense of his property. Lloyd’s 

egister showed the way to stabilizing 


Structure and values of shipping by work _ 


begun 150 years ago and which because 
(Continued on Page 26) 














PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








Excellent Service and Facilities 


PHOENIX 


indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 


DEPENDABLE 


Established a7ba 
INSURANCE 



































PENN MUTUAL 


AND INDEPENDENCE SQUARE 


NDEPENDENCE SQUARE, in Philadelphia, is our coun- 

try’s most revered shrine. In its halls were compiled the 
“facts,” as our Revolutionary fathers termed them, which they 
submitted to the judgment of a “candid world” in the Declara- 
tion of Independence. And in its halls was framed the Consti- 
tution of the United States. In its tower hung the Liberty Bell. 
now one of its sacred treasures. 


The spirit and the ideals which there flamed at the found- 
ing of our nation were, however, of earlier birth, and one of 
their chief progenitors was William Penn, the creator of the 
Commonwealth of Pennsylvania. Within his domain he gave 
liberty to its people, and established here, for all future time, 
the rights of democracy and the broad principles of civic liberty 
which were contested for with fiery ardor during the Revolu- 
tion, and which through the sacrifices made by our ancestors 
are our rich and undisputed possesion today. 


THe PENN MutTwat in 1915 erected its fifth Home Office 
on Independence Square, and is now building its sixth. It thus 
has brought the great name of William Penn into visibly close 
and perpetual association with the names of the immortals who 
in Independence Hall wisely counseled, indomitably deter- 
mined, and tendered their lives, their fortunes, and their sacred 
honor to the cause of American liberty. 
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MASSACHUSETTS OLD. AGE 
RELIEF MEASURE BECOMES 
EFFECTIVE JULY 1, 193] 


Hew It Compares With Similar Law 
Which Has Been Passed By 
New York State 


MOTHERS’ AID A FEATURE 


Since 1903 Old Age Pension Peti- 
tions Have Been Presented To 
Bay State Legislature 


By HARRIET O. BOONE 
In May of this year New York passed 
an act to provide a state-wide system of 
old age relief for the needy aged unable 
to provide properly for themselves. 











Among other forms of assistance in- 
cluded are medical and surgical care and 
nursing. The plan goes into operation 
September 1 when applications for re- 
lief will be accepted by the public wel- 
fare official in the district where the pe- 
titioner resides. The first payments 
begin as of January 1, 1931. 

A similar measure was enacted in Mas- 
sachusetts also this year which will not 
become operative, however, until July 1, 
1931. Both the New York and the Massa- 
chusetts plans are tied in with the opera- 
tions of the Board of Public Welfare of 
the respective states, and both are sup- 
ported at public expense, i. e., through 
taxation. In both it is intended to pro- 
vide the relief to the applicant while in 
his or her own home or, where prac- 
ticable, in boarding homes, the district 
public welfare officials being empowered 
to fix the amount of aid granted at a 
sum to provide suitable care. 


Massachusetts Commissioner of Cor- 
porations and Taxation 

The New York law specifically pro- 
vides that an appropriation both for the 
amount of relief needed, as well as for 
administration expenses, shall be made 
annually by the legislative body of each 
public welfare district in the state, said 
sums to be raised from taxation levied 
in the territory responsible for such pay- 
ments, with the proviso that any unex- 
pended funds in the hands of the county 
treasurer shall be available. In Massa- 
chusetts the manner of securing the 
necessary sums for reimbursing the town 
or county is left to the commissioner of 
corporations and taxation who is au- 
thorized to especially consider forms of 
taxing amusements, proprietary articles, 
and luxuries, and other ways and means 
which will not constitute an additional 
burden on real estate, and renort his 
recommendations to the 1931 legislature. 

The entire scope of the Massachusetts 
old age relief law is embraced in five 
Short sections, and is an extension of 
the law providing mothers’ aid which falls 
directly under the supervision of the 
overseers of the poor. The work of the 
public welfare districts will be facilitated 


(Continued on Page 6) 
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Some PEOPLE SAVE 
FOR A RAINY DAY... 


but your clients can save and look forward to 
a sunny day if you provide them with an Insur- 


ance Annuity 65 policy in THE TRAVELERS. 


Sunny days at age 65 are happy days when 
there’s a guarantee of a steady income that 


continues as long as the assured lives. 


Further information about this splendid 
Life Insurance and Annuity contract may be 
obtained from any TRAVELERS Branch Office. 
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Prudential’s “Homes For Workers” Projects 


Three Big Housing Improvements Undertaken At Request of Newark 
City Authorities; One In Negro Section, Where Vice Conditions 
Brought Police Campaign, Expected to Change Character of 
Neighborhood; Part Will Be Reserved for Negro Tenants; Two 
Ate Downtown Locations But Frelinghuysen Avenue 
Property, to be Higher Class Development, Comprises 
Nineteen Acres; Total Investment Not Yet Decided. 


The city authorities of Newark, N. J., 
have been struggling for a long time to 
improve living conditions in its congest- 
ed tenement house districts but such 
betterment as has been brought about 
has been temporary and more or less 
limited to clean-up campaigns by which 
surface refuse has been removed from 
yards, vacant lots and such places. The 
real problem of penetrating the home 
was not solved by such efforts as the 
city found at hand to use. Mayor Con- 
gleton discussed the subject with Edward 





EDWARD D. DUFFIELD 


D. Duffield, president of The Prudential, 
Some time ago and the model apart- 
ments building projects of The Pruden- 
tial grew out of subsequent conferences 
with the city authorities. The develop- 
ment of plans for these projects has been 
handled for The Prudential largely by 
Willard I. Hamilton, vice-president and 
Secretary of the company. 

he mere announcement in the daily 
Papers that The Prudential was building 
model apartment houses for wage-earn- 
ers of the city was sufficient to affect 
the entire districts where they were to 
be erected. When the buildings are com- 
pleted it is expected that the character 
of the neighborhoods will be changed by 
the new developments. 


Homes For Workers the Object 


One of the chief objects of The Pru- 
dential in undertaking the developments 
1s to provide much needed housing of a 
Character to suit the needs of the thou- 
sands of employes of industry in the 
Sections selected for the new apartment 
buildings. The company has for many 
years invested part of its funds in hous- 
ing developments and the new projects 
are departures for the company only in 


that the apartment houses will be erect- 
ed by The Prudential itself. 

The plans have not progressed far 
enough to tell at this stage the amount 
of the investment nor the amount of 
rent per room that will be required to 
carry the developments. The company’s 
architects are now working out the de- 
tails of the buildings and until the costs 
are known no further decisions will be 
made. The plans for the buildings will 
be drawn to assure that they will be suit- 
able for, and within the means of, the 
employes of neighboring industry. That 
is the objective. Incidentally it will prob- 
ably result that there will be further de- 
velopments along the same lines through- 
out the neighborhoods, improving their 
character and assuring a rent sufficient 
to maintain the improvement. 

Plans for the Negro Section 

One of the developments will be lo- 

cated in what is now a Negro section 


of Newark—in the Third Ward West of 
Broad street. This development will cov- 
er the two blocks bounded by Somerset 
and Barclay streets and extending from 
Montgomery south to Spruce and thence 
to Waverly avenue. The Prudential ac- 
quired all but a small portion of these 
two blocks and the purchase had such 
an effect on the neighborhood that some 
of the owners have held out for exorbit- 
ant prices and, unless these owners come 
down to reasonable amounts for the re- 
maining portion of the property desired, 
the city authorities will institute con- 
demnation proceedings. It was in this 
section that the city police had been 
conducting a campaign of cleaning up 
the vice conditions that existed there. 
The Ironbound Development 
Another development will be carried 
out in what is known as the Ironbound 
section. This will be the first to be 
undertaken, The section derives its name 








Two Downtown Sites Prudential Will Build On 











Negro District of Third Ward Long Object of Vice and Clean-up Campaigns 
By Newark City Authorities 





Ironbound District East of Broad Street in Heart of Industrial Activity 
Where Housing For Workers Is Needed 


from the number of foundries located 
there. This property comprises a block 
bounded by Passaic and Fleming ave- 
nues and Lexington and Oxford streets. 
This location is expected to prove espe- 
cially convenient for many employed in 
the important industrial areas immedi- 
ately adjacent and it is easily reached 
from any direction by the two important 
highways between which the new apart- 
ments will be located. 

Large Area in Frelinghuysen Avenue 


The third building development will be 





WILLARD I. HAMILTON 


carried out on property acquired in Fre- 
linghuysen avenue from Evergreen ave- 


nue to McClellan streets and bounded - 


on the east by the Pennsylvania Rail- 
road. This plot comprises nineteen acres. 
This land may be used for a higher grade 
of apartment house development than the 
others. s 

The only obstacle in the way of going 
ahead with the entire project is the ob- 
struction of a few of the owners of the 
Third Ward property. At a conference 
with the Newark City Commission at 
which The Prudential was represented 
by Edward D. Duffield, president ; Frank- 
lin D’Olier, vice-president in charge of 
administration; and Alfred Hurrell, vice- 
president and general counsel, the pre- 
liminary steps were taken to acquire this 
needed property. 

That the company will be backed up 
by the city authorities in its plans is in- 
dicated by both President Duffield and 
Mayor Congleton. Mayor Congleton 
said: “Since it was the city which in the 
first instance asked The Prudential to 
undertake the housing program, we nat- 


(Continued on Page 10) 
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Mass. Mutual To Issue 
Family Income Policy 


START WRITING IT SEPTEMBER 1 





New Contract Grants Larger Income to 
Insured’s Family in Event of His 
Premature Death 





President William H. Sargeant of the 
Massachusetts Mutual Life sent word to 
the company’s field force last week that 
they will have a new tool in their kits to 
work with on September 1, the “Fam- 
ily Income Plan,” designed to provide 
that during the period of family life 
when the children are growing, a larger 
income will be available in the event of 
the death of the family head than would 
otherwise be possible without dissipating 
the principal sum. 

The new contract provides that in 
event of the insured’s death within a 
definite period from the date of issue 
of the policy the beneficiary will re- 
ceive a monthly income of 1% of the 
sum insured, payable until the end of 
the period selected, at which time the 
monihly income ceases and the sum in- 
sured is pavable, If the insured outlives 
the selected period the premium under 
the contract is reduced to the ordinary 
life rate at the rated age as of the origi- 
nal date of issue, and upon his subse- 
quent death the sum insured is pay- 
able exactly as under the ordinary life 
plan. 

Illustration 


For example, John Doe is thirty, has 
a wife and three children, the youngest 
child one year old. He carries $10,000 
of ordinary life insurance and dies exact- 
ly one year after the policy is taken out. 
The proceeds of such a policy, if safely 
invested, would not provide much more 
than $500 a year. If, however, the policy 
had been issued on the family income 


plan his beneficiary would receive $100 
each month until the expiration of twenty 
years from the date of the policy, that 
is, in this case, for the period of nine- 
teen years. At the end of that time the 
beneficiary would receive the full $10,000 
cash, which could be taken either in one 
sum or paid under a settlement option. 

If John Doe lives out the twenty year 
period, his premium is reduced and he 
then has a regular ordinary life con- 
tract at the same rate that he would have 
paid for it in the first place. 

Instead of a twenty year period, a ten 
year period may be chosen. For exam- 
ple, if John Doe’s youngest child were 
ten years of age, the ten year plan would 
provide the additional protection until 
the child reaches maturity. 

The policy will be issued at ages twen- 
ty to fifty-five, inclusive, on the lives 
of both men and women. Disability and 
accidental death benefits may be added 
subject to the usual limits as to age and 
amount for these features. The maxi- 
mum amount that may be written on the 
plan is $100,000, but in no event shall 
a greater amount of insurance be issued 
than one-half of the amount of the com- 
pany’s present limits on the ordinary 
life plan. 

Source of 1% Income 

The payment of the 1% monthly in- 
come is derived from two sources: first, 
upon the death of the insured during 
the ten or twenty year period, the sum 
insured $1,000, retained by the company, 
yields a monthly income of $2.46 on the 
guaranteed 3% basis; and second, the 
balance of the $10 monthly income, $7.54, 
is afforded by the extra premium charged 
for the income feature. These elements 
together produce a total $10 monthly 
income payable until the end of ten or 
twenty year periods, at which time the 
sum insured held by the company be- 
comes payable in a lump sum or under 
one of the settlement options. 

If there is any indebtedness against 


the policy at the time it becomes a claim, 
the monthly income of $2.46 is reduced 
in the proportion that the indebtedness 
bears to $1,000 of insurance, but the bal- 
ance of the monthly income, $7.54, is not 
reduced. On the other hand, if there 
are any paid-up additions or dividend 
accumulations to the credit of the pol- 
icy at the time it becomes a claim, the 
monthly income of $2.46 will be increased 
in a like proportion. Further, the insur- 
ance of $1,000 payable after the income 
ceases will be reduced by the amount of 
indebtedness or increased by the amount 
of dividend accumulations or paid-up ad- 
ditions. 


The family income policy has a distinct 
place in meeting the insurance needs of 
certain members of the community, es- 
pecially young married people with chil- 
dren. The company points out that while 
the new contract does very distinctly and 
very satisfactorily meet the needs of a 
large group of people, it by no means 
supersedes the other forms, which will 
in many cases fit the requirements of 
the instred better. 





OWNS SIXTY-EIGHT ANNUITIES 





New York Woman to Present Date Has 
Received $1,777 in Excess of Pur- 
chase Price 


There is now an additional chapter 
to the annuity history of the New York 
woman who began eighteen years ago 
placing her surplus money in Mutual 
Life annuities, providing a certain and 
life-long income for herself. The annu- 
itant, now in her eighty-eighth year, 
has recently purchased three more annu- 
ities, making sixty-eight now held by 
her. The weekly aggregate income un- 
der the group is about $300. 

At the present time the woman has re- 
ceived from her annuities $1,777 in excess 
of the aggregate purchase price. 


Question Unlicensed 
Cos. in South Dakota 


LEWIS WARNS STATE CITIZENS 





Unauthorized Companies Operating by 
Mail and Radio Present Claim Set- 
tlement Difficulties 





The insurance department of South 
Dakota has received recently a number 
of inquiries relative to unauthorized in- 
surance. Commissioner D. C. Lewis says 
that many of the inquiries relate to an 
ordinary life policy on the settlement 
plan offered by mail by a Texas con- 
cern which is not licensed to do business 
in the state. 

This policy, he stated, is being offered 
by an association of limited financial re- 
sources with liberal arrangements for 
compensating the officers of the com- 
pany. The policies are guaranteed by 
another organization, but this concern, 
also, is not licensed in South Dakota, 
with the result ‘that resources in case 
of suits on these policies would have to 
be had in the courts of Texas. 

Solicitation’ also is being made _ by 
radio for health and accident business 
by companies of Missouri and Illinois 
and considerable business has been se- 
cured, the commissioner said. Neither 
of these companies is admitted to do 
business in South Dakota, and some dif- 
ficulty is being experienced by citizens in 
securing settlements of their claims. 

Mr. Lewis is strongly urging that citi- 
zens of the state purchase insurance from 
admitted carriers only so that in the 
event~difficulty arises over the settle- 
ment of claims the policyholders could 
at least avail themselves of the protec- 
tion of the courts of South Dakota and 
the assistance that the State Insurance 
Department could give. 
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Offers Paid-Up Policy 
On One Year’s Premium 


ENGLISH COMPANY INNOVATION 





Prudential of London Will Grant Free 
Paid-Up Policy to Industrial 
Policyholders 





The holder of an industrial policy in 
The Prudential Assurance Co. of Lon- 
don in the future will, if unable to main- 
tain payments, become entitled to a free 
paid-up policy, provided one year’s pre- 
miums have been paid. Under the new 
ruling, all industrial policies will remain 
automatically im force for a reduced sum 
assured if the premiums are discontinued 
after one year. This concession is to be 
extended to all policies on which pre- 
miums were discontinued after December 
31, 1923. 

For fifty years or more The Pruden- 
tial has granted free policies, and in 1923 
all industrial companies in England were 
brought into line on this matter by an 
Act of Parliament. This Act provided 
that free policies should be granted on 
application by the insured provided five 
years’, and in certain cases three years’, 
premiums had been paid. The* Pruden- 
tial went further than the Act, granting 
free policies after one year’s premium 
had been paid, provided application had 
been made for the benefit. 

As of December 31, last, the company 
had 25,084,471 industrial policies in force, 
insuring a maximum sum of £471,457,356. 
The total included 2,718,869 free policies, 
and during the previous year 160,465 such 
policies had become claims. 





DEATH OF J. BURNETT GIBB 





Former Actuary of Penn Mutual Retired 
From Business Several Years Ago 
Because of Health 


J. Burnett Gibb, former chief actuary 
of the Penn Mutual Life and prominent 
in actuarial circles throughout the coun- 
try, died recently in London, according 
to information received from a brother. 
Mr. Gibb returned to his home, Edin- 
burgh, Scotland, several years ago upon 
his retirement from the Penn Mutual 
on account of ill health. 

Mr. Gibb was born in Edinburgh, April 
17, 1873; educated at George Watson’s 
College, and afterwards entered Edin- 
burgh University. He then took up 
actuarial work and was connected with 
different insurance companies in Edin- 
burgh before he came to Philadelphia in 
1900 to enter the actuarial department 
of the Penn Mutual. He was appointed 
assistant actuary in 1905 and chief actu- 
ary in 1907. 





ILLINOIS. LIFE LEADERS 





Edward H. Steffelin and W. T. White- 
head Make Records in First Seven 
Months With Company 
_Due to a spectacular personal produc- 
tion during the months of June and July, 
Director of Sales Edward H. Steffelin 
of the Insurance Exchange agency of the 
Illinois Life in Chicago, had nearly $1,- 
000,000 of paid-for business to his credit 
July 31. Mr. Stéffelin’s contract with 
the company was made in January of 

this year. 

In his unusual seven months’ achieve- 
ment, Mr. Steffelin has won the presi- 
dency of the company’s $100,000 Club, 
and nosed out Ageficy Manager W. T. 
Whitchead of the home office agency, 
who has earned the vice-presidency. Mr. 
Whitehead also joined the Illinois Life 
in January and has enjoyed unusual suc- 
cess. Like Mr. Steffelin, he specializes 
on larger cases. 





NEW SOUTH WALES REPORT 


An eight-page description of insurance’ 


Conditions in New South Wales, Aus- 
tralia, has been issued. by the Chamber 
of Commerce of the United States based 
on the report prepared by American Con- 
sul “Dayle C.-McDonotikh. ~~ - 

















Consequence Is 
Unpitying 


In a manner of speaking, all life 
insurance salesmen are missionaries. 
and there is no lesson they can carry 
to the uninsured or underinsured 
that has a more important implica- 
tion than that above. 


A family provider who fails to insure himself 


adequately never pays for his own folly. 


But “unpitying consequence” takes the toll 


from his defenceless widow and children. 


Tell him how he can prevent this! 


The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. DurFietp, President 
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Travelers Aiming For 
$5,000,000,000 Mark 


EXPECT GOAL BY DECEMBER 31 





Hartford Company Had $4,859,734,348 in 
Force June 30; Had Only $1,099,- 
498,192 in 1920 





The Travelers is aiming for $5,000,000,- 
000 of life insurance by the close of 1930. 
If the goal is attained it will be the first 
and only stock company with such a 
large volume of life insurance in force. 

The company’s report for the first six 
months of the year shows considerable 
progress. More than $124,991,000 of in- 
surance was added, bringing the com- 
pany’s total in force up to $4,859,734,348, 
so that in order to reach the goal, the 
Travelers will have to put up $140,000,000 
more insurance on the books this year. 

The surplus as of June 30, 1930, was 
$24,100,845, indicating a decrease of $2,- 
482,797 for the first six months, account- 
ed for probably by the large increase 
in volume of business gained, the addi- 
tion of new business always requiring 
the setting up of reserves. 

In the first six months the assets of 
the Hartford company increased $19,- 
496,886 to $626,789,116 as of June 30; 
compared with a year ago, the increase 
was $44,642,758 from $582,146,358. The 
total income in the first six months of 
1930 was $99,365,785, compared with $97,- 
810,575 for the corresponding period of 
1929. Disbursements for the first six 
months were $80,281,147, compared with 
$74,306,199 in 1929. 

Some idea of the striking growth of 
the company is indicated by the fact 
that the insurance in force in 1920 was 
$1,099,498,192 as compared with the pres- 
ent mark approaching $5,000,000,000. 





THOMAS A. BUCKNER RETURNS 





New York Life Vice-President Says 
Country-Wide Conditions Are Favor- 
able For Agent 


Thomas A. Buckner, vice-president of 
the New York Life, has returned to the 


home office in New York City after an 
extensive tour of the company’s agen- 
cies throughout the country. During his 
trip Mr. Buckner greeted approximately 
5,000 representatives of the company. 

Upon his return Mr. Buckner made the 
following statement: “I am pleased to 
advise, after carefully sounding condi- 
tions throughout the United States, my 
conviction that the situation, so far as 
life insurance is concerned, is healthy 
and full of promise. The country as a 
whole, in my opinion, is steadily recov- 
ering from its depression and the prom- 
ise of good returns for agents who work 
during the balance of the year seems to 
me to be most excellent.” 





ISSUES UNIQUE POLICY 





Ohio State Life Offers Contract Which 
Reduces Death Benefit and Premium 
After Age Sixty-five 

Ohio State Life of Columbus has is- 
sued a new participating special low cost 


policy known as the superior protectfon 
whole life policy, a feature of which is 
that the amount of the death benefit 
up to age sixty-five of the insured is 
double the amount of the death benefit 
after that age. The policy thus pro- 
vides during the productive period life 
double the amount of insurance that it 
does later when family obligations have 
either ceased or have been reduced to a 
large extent. 

Premiums are payable for life but the 
premium after age sixty-five is one-half 
of the premium payable before that time. 
The contract is issued to standard male 
risks between the ages of twenty and 
twenty-five, the minimum amount of in- 
surance being $5,000. It has the usial 
cash and loan values and also carries 
the privilege of conversion under certai 
conditions. 
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Massachusetts Old Age Relief 


(Continued from Page 1) 


through the establishment of divisions 
known as Bureaus of Old Age As- 
sistance and the operating as well as 
the administrative machinery which has 
been provided for carrying out the pro- 
visions of the mothers’ aid law will be 
utilized by the bureaus. First hand 
knowledge of conditions in the communi- 
ty, the need of the aged poor, their 
sources of support and other pertinent 
facts will all be available. 

To secure some form of relief for the 
indigent aged has been a long fight in 
Massachusetts, in which several factions 
have figured. Since 1903 old age pen- 
sion petitions have been presented to the 
Massachusetts legislature from time to 
time, and at least five special legislative 
investigations of plans and systems here 
and abroad have been undertaken. The 
first comprehensive inquiry in the Com- 
monwealth was made in 1910, and other 
states were soon similarly active. The 
1910 commission pointed out the diffi- 
culties in establishing old age pension 
systems to be faced by any single state 
not similarly burdened, and also voiced 
the fear that such a system would tend to 
attract workers into the state with the 
effect of depressing wages. It was upon 
the recommendations of this commission 
that a law for a retirement system for 
public employes was enacted and this 
became the starting point for the nres- 
ent contributory retirement systems in 
Massachusetts. 


The Gov. Foss Commission 


A commission appointed by former 
Governor Foss recommended that no old 
age pension legislation be attempted 
until the constitutionality of such a law 
be determined, and held, as has nearly 
every commission, that such a plan would 
be premature and inadvisable at the time. 
The 1930 law has been so constructed 
as to obviate the necessity of question- 
ing its constitutionality. 

In 1916 and 1917 a commission on spe- 
cial insurance, which reported at length 
on the protection for wage earners, rec- 
ommended the principle of the non-con- 
tributory system—a phase of the sub- 
ject on which there has arisen, with 
nearly every investigation, a question as 
to the respective merits of a contributory 
and non-contributory basis, resulting in 
diverse opinions among the commis- 
sioners. It: has been said recently by 
life insurance executives that old age 
benefits furnished by the state are not 
contributory but are supported by taxes. 

A study of pensions was made in 
Massachusetts in 1915 in connection with 
the state census and a descriptive ac- 
count of national old age pension sys- 
tems was embodied in the census report. 
Some of the early investigators took the 
stand that action to procure such forms 
of caring for the dependent should 
come from Congress if there was to be 
a general system throughout the coun- 
try. Several states had attempted up to 
1925 to put into operation systems which 
remained in effect but a short time. Mon- 
tana was the first state to pass old age 
pension legislation which is still in ef- 
fect, and nine others (and also Alaska), 
have some such legislation. In both 
Ohio and Pennsylvania the laws were 
declared unconstitutional, as in Arizona. 
There it was held that the language of 
the Act was so broad that it indicated 
an intent to abolish both private and 
State charitable institutions. 

In 1926 a joint legislative committee 
made a survey and renort upon the con- 
dition of the aged poor in New York 
state with recommendations for legis- 
lation. What has been gleaned from 
systems of other countries is fragmen- 
tary and inconclusive. In many, the 
laws have been in effect too short a 
time and the world war gave a different 
aspect to the subject. 

The 1925 Commission 


_ The 1925 Massachusetts commission, 
in the course of their study, interviewed 


one-tenth of the population of the state 
aged sixty-five and over, to ascertain 
average conditions, and went extensively 
into the problem of the expense of ad- 
ministering the system, the necessary 
amounts needed for old age benefits, and 
the sources from which funds may be 
raised. In their report the commission 
stated that any practical form of old age 
pensions at age seventy would mean an 
expenditure of between five and a half 
and six million dollars, and suggested 
that old age pensions can be appropri- 
ately and justly met, at least in part, 
by an additional poll tax on each man 
and woman over twenty years of age, or 
by incréases in certain taxes. “If an 
old age pension law costing $6,000,000 
annually,” the report continues, “were to 
be financed through the state tax, it 
would be necessary to increase the tax 


50%, or $1 per $1,000 of valuation in local 


taxes. There are few sources of taxa- 
tion that have not been tapped. Auto- 
mobile taxes and taxes on insurance pre- 
miums are not practicable. Proceeds 
from escheated estates and unclaimed 
savings bank deposits would provide old 
age pensions for about three days of the 
year. New taxes and certain excise 
taxes levied on luxuries are highly un- 
popular nuisance taxes and expensive to 
collect.” 
Public Bequest Fund 


A public bequest fund was provided for 
in Massachusetts under chapter 383, Acts 
of 1928, to be made up of gifts but with 
no contribution from the state. When 
the principal amounts to $500,000 the sec- 
retary of state, the state treasurer and 
the commissioner of state aid and pen- 
sions, constituting the public bequest 
commission, may distribute the income 
from this fund to worthy citizens en- 
titled thereto by reason of old age and 
need. No appreciable amount has been 
deposited thus far in the fund. 

The Massachusetts enactment, as does 
that of New York, substitutes a method 
intended to accomplish the purpose of 
an old age pension system without at- 
taching to it the stigma which the term 
has for many worthy dependents not 
subjects for public institutions.” It «is 
specifically provided that the assistance 
granted under the act shall be sufficient 
to furnish suitable and dignified care for 
the recipient and that no one receiving 
aid shall be deemed a pauper by reason 
thereof. In drafting the law, the legisla- 
tive committee on pensions disposed of 
several bills for a strictly old age pen- 
sion system, some of which have come 
before the legislature annually for many 
years. While the fight may be renewed 
next year by some of these petitioners, 
an entirely different aspect has been 
given the matter, resulting from a care- 
ful study of the objections and diffi- 
culties of a “system,” brought out in the 
reports of the several commissions. 


LOS ANGELES MERGER 

The Behrendt-Levy Co. and the L. P. 
Rosen Co. of Los Angeles have been 
merged with headquarters in the Insur- 
ance Exchange building. The officers 
are the following: Sam H. Behrendt, 
president; L. P. Rosen, first vice-presi- 
dent and general manager; H. T. Pad- 
dock, second vice-president; I. O. Levy, 
treasurer, and A. M. Sidman, secretary. 


TEXAS COMPANY LIQUIDATING 


Liquidation of the Security Union Life 
of Houston, Tex., appears necessary, ac- 
cording to Wright Morrow, Houston at- 
torney and receiver of the life company, 
who issued a statement to that effect 
recently . It is said that stockholders 
of the company will lose heavily. 











A suit to set aside the purchase of 
stock in the Universal Life which was 
made by Herbert J. Schaffner of St. 
Louis has been filed in the St. Louis 
Circuit Court. 


To Honor John R. Rote 
On Eightieth Birthday 

HARRISBURG PARTY TOMORROW 

Edward A. Woslls Go, pest Quatel te 


Life Insurance at Fifty-seven Years 
of Age 








John R. Rote, veteran agent of the 
Edward A. Woods agency of the Equit- 
able Society at Harrisburg, Pa. and 
father of Stuart B. Rote, general agent 
in Newark for the Connecticut Mutual 
Life, will celebrate his eightieth birth- 
day tomorrow. Mr. Rote has had an 
interesting career. 

It was not until he reached the age 
of fifty-seven that he entered the life 
insurance field, and disproving the idea 
that men have their habits so well formed 
in middle life that the insurance busi- 
ness does not offer a lucrative opening, 
Mr. Rote has been one of the Equit- 
able agency’s leading producers for twen- 
ty-three years. His early life was spent 
in the manufacturing business, first as 
salesman and later as an executive. 

Mr. Rote has shown unusually active 
interest in life insurance over the years, 
and still earns annual membership in 
the Equitable Society Century Club. He 
is considered the dean of the Harris- 
burg office and his advice and counsel 
is frequently sought by the younger men 
of the organization who hold him in the 
highest esteem. For a short time he 
was supervisor of the Harrisburg unit 
and has held other positions with the 
agency. 

Stuart B. Rote, his son, well known 
in life insurance circles in Newark, and 
a number of his agency force, plan to 
leave today to join in the birthday cele- 
bration which the office force and staff 
at Harrisburg have planned in his fath- 
er’s honor. The event, it is said, will be 
one of the most elaborate ever given in 
honor of a life underwriter. 





MANY SEE SAFETY FILM 





John Hancock’s “Why Be Careless?” 
Shown to 80,000 People During 
First Half of Year 


The John Hancock’s safety film, “Why 
Be Careless?” was shown more than 250 
times to a total of 80,000 persons dur- 
ing the first half of this year. This 
film is a contribution to the nation-wide 
campaign to prevent deaths from auto- 
mobile accidents and is exhibited through 
local offices of the company and through 
safety councils and schools. 

It is based on a study of highway ac- 
cidents made by a state highway depart- 
ment, to determine the commonest 
causes of accident. The responsibility 
both of the pedestrian and the driver 
is emphasized. After depicting the ef- 
fort of the traffic police to regulate traf- 
fic for the safety of all, a series of ac- 
cidents is enacted. They are effectively 
done and give every appearance of 
reality. 





GET SPECIAL RATE BOOKS 





Equitable Society Agents Qualify for 
Morocco Bound Books During July 
Contest 


In connection with issuing its new 
rate books the Equitable Society of New 
York offered to furnish the books espe- 
cially bound in morocco with the indi- 
vidual agent’s name in gilt letters to all 
agents who completed five cases during 
July for a minimum of $10,000. There 
were 1,848 agents who qualified for 
the special rate books. 


WILL VOTE TO CHANGE NAME 


Members of the Newark Life Under- 
writers’ Association will vote at their 
October meeting to change the name of 
the organization to the Life Underwrit- 
ers’ Association of Northern New Jersey 
as the association now has members in 
all parts of the northern section of the 
State. 
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General Agents 
PENN MUTUAL LIFE 


285 Madison Avenue 
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Ayres Moonlight Yacht 
Club Dinner in Detroit 


GOVERNOR OF MICHIGAN SPEAKS 


Others Making Talks Include Banker 
Frank W. Blair, Commissioner Liv- 
ingston and James Victor Barry 








One of the most enjoyable features 
of the One Hundred Million Dollar con- 
vention of the American Life of Detroit 
last week was the dinner given by Pres- 
ident Clarence L. Ayres at the Grosse 
Point Yacht Club on Lake St. Clair. 
The club house looks like a palace on the 


Mediterranean in North Africa and the 
colored lights on the water made a beau- 
tiful picture as the rays of the moon 
reflected in the waves of the lake. Be- 
fore going to the dinner the speakers 
and the insurance executives present, 
who included John M. Laird of the Con- 
necticut General; Herbert M. Woollen 
of the American Central; Frank P. Man- 
ly of the Indianapolis Life; George A. 
Boissard of the National Guardian; Lee 
J. Dougherty of the Guaranty Life; 
Judge Byron Elliott and W. P. Coler 
of the American Life Convention, were 
entertained by Mr. Ayres at his beauti- 
ful estate on the lake at Grosse Point. 

Claris L. Adams, vice-president of the 
American Life, was toastmaster at the 
dinner, and the speakers included Com- 
missioner Livingston of Michigan; Gov- 
ernor Green of that state; Frank W. 
Blair, banker; James Victor Barry of 
the Metropolitan Life, who was commis- 
sioner when the Detroit Life began bus- 
iness; and C. M. Cartwright, Chicago 
editor. 

Commissioner Livingston in his talk, 
after saying some pleasant things of 
President Ayres and his company,,. dis- 
cussed agency qualification and what 
the Michigan department is doing in 
weeding out men who should not be 
carrying a rate book. Mr. Barry made 


an inspirational talk in his customary 
entertaining vein; and Governor Green 
qualified as a humorist, keeping the large 
audience of.agents in a happy mood. 


Mr. Blair’s Talk 


Frank W. Blair of the Union Trust 
outfit, largest banking institution in De- 
troit, paid a fine tribute to the American 
Life and to Clarence L. Ayres. Among 
other things he said: 

“Another reason why I have a spe- 
cially soft spot in my heart for this 
evening’s celebration is that the Ameri- 
can Life lives in the business home where 
we used to live, and is still our nearest 
neighbor. They are friendly, under- 
standing folks and we are glad to think 
af them within the walls that housed 
the old Union Trust Co. during so many 
years of its history. 

“But this is all. thinking backward. 
There are present facts in the insurance 
world today that indicate even more 
clearly the importance of this comple- 
tion of the writing of $100,000,000 worth 
of life insurance. During the past week 
figures have been released showing the 
amount of money paid to beneficiaries 
under life insurance policies during 1929. 
The astounding total was two billion 
dollars. .When the cities were listed ac- 
cording to the volume of these life in- 
surance payments which they had re- 
ceived Detroit stood fourth on the list, 
just as she holds fourth place in popu- 
lation figures. This means that our 
neighbors and our friends and the people 
with whom we do business received last 
og in life insurance payments $25,061,- 

91. 

“Think of what that means! All this 
money came into Detroit in cash. It re- 
quired investment. That, of course, is 
the side of the thing that we see most 
closely. Several hundred thousand dol- 
lars of this amount probably came under 
the careful consideration of our trust 
investment committee, to be put into 
such securities as would conserve the 
estates which life insurance creates, Oth- 
er fractions of this $25,000,000, paid in 


MASS. MUTUAL TITLE WINNERS 





Lawrence E. Guthrie and William E. 
Dow Win Golf Honors; Charles S. 
Gardner Tennis Champion 


Two features of Massachusetts Mu- 


tual conventions that are always looked ° 


forward to by the company’s field force 
are the annual golf and tennis tourna- 
ments. There is usually some keen com- 
petition in both sporting events. 

The company’s agents report that the 
1930 tournaments held at the Mackinac 
Island convention were no exception to 
the rule. This year eight contestants in 
the golf tournament were tied at seven- 
ty-four net, but the first and second hon- 
ors were awarded to Lawrence E. Guth- 
rie of Rochester, N. Y., and William E. 
Dow, general agent at Wilkes-Barre, Pa., 
who had the lowest handicaps among the 
eight. On the tennis courts, Charles S. 
Gardner of Atlanta and Morris E. Heald 
of Flint, Mich., fought for supremacy in 
the finals and Mr. Gardner carried off 
the honors. 





GETS FIDELITY MUTUAL POST 


Edward Kennedy Appoimted Manager in 
West Tennessee; Is Well Known 
Memphis Resident 

The newest Fidelity Mutual Life ap- 
pointment is that of Edward Kennedy, 
a well known resident of Memphis, as 
manager for the company in western 
Tennessee. His office will be located at 
No. 944-5 Sterick building, Memphis. 
Mr. Kennedy enters his new connection 
with more than sixteen years’ experi- 
ence in the life insurance business. He 
has been active in fraternal affairs in 
Memphis. 








cash by insurance companies to Detroit- 
ers, doubtless came to you business men 
present tonight in a variety of ways, 
and brought home to you once more the 
almost miracle that is life insurance.” 








225 W. 34th St. 
New York City 
PENnsylvania 6878-9 











ROBBINS TO BE PRESIDENT 





Head of Cedar Rapids Life to Be Ad- 
vanced by American Life 
Convention 

Colonel C. B. Robbins, president of 
the Cedar Rapids Life and former assist- 
ant secretary of war, is to be the new 
president of the American Life Conven- 
tion. Frank P. Manly, president of the 
Indianapolis Life, is to be a new mem- 
ber of the executive committee. 


LANE AGENCY LED 


The Lane agency of the Home Life of 
New York wrote the largest amount of 
business in a special one-day drive, Ap- 
preciation Day, held by the company 
agencies July 29. The Lane agency re- 
ceived a letter of thanks from President 
James A. Fulton and a telegram of ap- 
preciation from H. W. Manning, super- 
intendent of agencies. It is expected 
that Appreciation Day will be made an 
annual event. 
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Taking A Shot at Pessimism 


Excerpt of a letter from J. Elliott Hall to Hugh D. Hart— 


‘Lots of men fail because they do not know how to get rid of 


The ‘deadest wood’ I know of is Pessimism. It is loaded with poison 


dead wood.” 


which will destroy completely the most intelligent man. 


*In January of this year, we formed ‘a posse in our agency’ to lynch 
Eagerly this duty was performed! 


“What has been the result? The figures speak for themselves: 


Pessimism. 


(a) Gain of full time men first half of 1930 over 1929, 35%. 


“(b) Gain of full time men July 1930 over July 1929 more : 


than 60%.” 


J. ELLIOTT HALL AGENCY 


Penn Mutual Life Insurance Company 
50 Church Street 


New York 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effictency 


What 
most necessary of all 
In for success in life in- 


element is 
Indispensable 


Achievement surance selling? Ac- 
cording to William 
Boulton, assistant superintendent of 


agencies for the Confederation Life, who 
addressed a recent meeting of the To- 
ronto Life Underwriters’ Association, it 
is enthusiasm. 

It is with enthusiasm the tires of sales- 
manship are properly inflated, Mr. Boul- 
ton said. Nothing in the world can take 
its place. Natural ability will not, the 
world is crowded with unsuccessful men 
with natural ability; genius will not, for 
unrewarded genius is a common thing; 
education will not, the ranks of all pro- 
fessions and callings are filled with edu- 
cated misfits. Enthusiasm is the twin 
sister of persistence and determination, 
and given these three a mediocre man 
will forge out a successful career for 
himself where others fail. 

Enthusiasm in this business makes 
salesmen invincible. The sneerer, the 
ironical disdainer, the staller, the shop- 
per, the indifferent will be swept off 
their feet before you because you are 
being carried forward with a momentum 
that overcome’s obstacles, beats down 
opposition, solves difficulties and wins 
the goal. 


‘* * 2 
Last year every- 
Looking body was looking 
Through through rose-colored 
Clear Glasses glasses. This year 
everybody is looking 
through blue glasses. So says “The 


New England Pilot,” and adds: “If you 
look through clear glasses, you will see 
that most of our 30,000,000 families are 
working and earning and spending near- 
ly as much as last year, although 1929 
was abnormally high; and that business 
in general is over 90% what it was then.” 
x * a 


John A. Stevenson, 


An Penn Mutual general 
Important agent in Philadelphia, 
First Step who has made an in- 


tensive study of the 
trends in modern selling and merchan- 
dising, is firmly sold on the idea of an 
organized sales talk. He emphasizes 
some specific ways in which it is inval- 
uable to the new man in the business. 

The fundamental thing is that it gives 
him confidence, absolute confidence. He 
has a message to deliver. Carrying the 
message to Garcia is a good slogan here, 
because he has got something to carry. 

He can dominate the interview, or, 
what is better still, he can control the 
interview. 

Third, the idea will be presented com- 
pletely. It may not make the sale, but 
what of it? He has really had the op- 
portunity to present the idea completely. 

There is a sense of force and follow 
through. In other words, there is a 
sense‘of incompletion if he does not fin- 
ish his presentation, and he goes away 
not very comfortable. 


The new man can feel certain. If 





the new man can be impressed with the 
idea that if he knows his sales talk he 
will present the idea of life insurance to 
his client as well as the old producer, 
who is making so much money in doing 
it, and that he does not have to wait 
five years, learning by trial and error 
method, with a large emphasis upon the 
error, it will do a great deal to stiffen 
his backbone. 

Lastly, it forces an agent a lot of 
times to see people, because the talk sug- 
gests the prospects whom he must see. 


* * * 
Life insurance is 
Property the finest kind of 
That Is property to own, says 
Incomparable “The New England 


Pilot.” Common 
stock is also property, but how much 
is it worth today in comparison to its 
sales price a few months ago? What 
will it be worth a year from today? 
Bonds are property. Real estate is prop- 
erty. But how about their marketability 
the past few years, and how much would 
their value shrink at forced liquidation? 

The present and future market value 
of life insurance is known at all times. 
It is not subject to fluctuations, is al- 
ways worth one hundred cents on the 
dollar, and its known contract value to 
you or your beneficiary is always avail- 
able immediately. It is as sound an in- 
vestment as a government bond. Its in- 
vestment element yields a return larger 
than the dividend paid now on a great 
many good common stocks; but above 
all, it enables you to create an immediate 
estate of any amount, and it allows you 
to pay for it out of future earnings. 

No other type of property will do this. 

* 2) oe 


When a _ prospect 


Doubling agrees that he can 
The pay the annual pre- 
Amount mium on any fixed 


amount, say $10,000, 
the “Equiowa” of the Equitable Life of 
Iowa suggests that the agent ask, 
“Wouldn’t you rather pay half now and 
half in three months?” The prospect, 
expecting to pay the full annual pre- 
mium, usually says “Yes.” The agent 
then explains that by continuing on this 
basis the prospect can get $20,000 and 
thereby double the amount of protection. 


* * * 
Not many life 
Assuring agents have the will- 
A Permanent power to refuse a 
Sale quarterly or a semi- 


annual premium set- 
tlement, but out in Los Angeles there 
is a million dollar producer who does 
just that thing. That man is Edward 
M. Jackson, Connecticut Mutual repre- 
sentative, who has a hobby in selling 
that takes a unique turn. Every dollar 
of Jackson’s business, says “Conmutop- 
ics,” to be found in the company’s files 
is payable on an annual basis. He has 
no ears for a request to make deposits 
on any other instalment basis. 
Jackson explains his ability to do this, 
as follows: “In making a sale, the agent 


has so controlled the prospect’s thoughts 
that the prospect has a very clear con- 
ception of what is best for his own good. 
Why not go just one step further, mak- 
ing a permanent sale by asking for pre- 
mium deposits on the annual basis?” 

He says that this usually takes little 
persuasion. In an extreme case, he has 
said to the prospect: “Now, Mr. Jones, 
in twenty-three years I have put $16,- 
000,000 on the books, and every policy 
is being paid on the annual basis! You 
can see that I don’t want to make an 
exception in your case and spoil my 
record.” 

Incidentally, Jackson’s business is not 
confined to only large sized policies; 
there are many on his books less than 
$5,000, proving that small policyholders 
can also establish an annual premium 
paying habit. 

* * 
Public misunder- 


Explaining standing of what an- 
About nuities are frequently 
Annuities makes it difficult to 


sell them, according 
to Frances B. Haywood in the Equitable 


Society “Agency Items.” Here is what 
she says when given the answer, “But 
I don’t want any more insurance!” 

“Mr. Roe, if you have a Westinghouse 
vacuum cleaner in your home and need 
an electric heater, you don’t refuse to 
buy it from the Westinghouse Co. just 
because they sell vacuum cleaners also, 
do you?” : 

“Of course not!” 

“Well, Mr. Roe, this is the same idea. 
You have the safety of the same sub- 
stantial company behind the article, but 
you’re saving for a carefree time late 
in life. There need be no insurance 
in connection with it at all. Your money 
is being tucked away for your own use 
later in life.” 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
“ANNDIANAPOLIS 


Omaha Kansas City 











New Business 1929 
$34,302,551 





**A Good Company to Represent’ 


Over 117,000,000 Dollars in Force 
THE COLONIAL LIFE INSURANCE CO. 
Of America 


All Claims Paid Promptly 
Policy Holders Pleased 


Ordinary Exceeds 23,000,000 Dollars 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Industrial in Force 
January 1, 1930 
$93,782,760 





"Represent A Good Company” 











to Age 65 next birthday. 


Independence Square 














THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protection. 
Modern policies are issued on both Industrial and Ordinary plans from birth 
_ The Home Life sales-kit means a whole family of 
potential policyholders back of every door-bell. 


THERE IS A HOME LIFE POLICY FOR EVERY PURSE AND PURPOSE 
OVER ONE HUNDRED MILLIONS IN FORCE 


Interested in Replies from Pennsylvania and Delaware. 








Philadelphia, Penna. 
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34 Nassau Street 


DAVID F. HOUSTON 
President 





The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 

work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THE Mutuat Lire InsuRANcE Company OF NEw YORK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York : 





——— 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Aeacia Mutual Issues 
Attractive Portfolio 


BUSINESS INSURANCE OUTLINE 





Eastern Branches of Company Will Ex- 
periment With Pamphlet; Procedure 
to Be Followed 





Acacia Mutual Life of Washington has 
published an attractive portfolio entitled 
“Nine Lives” to interest prospects in the 
diverse uses of business life insurance. 
The portfolio has been carefully and 
cleverly planned and depicts, mostly by 
the picture method, the story of Nathan- 
iel Mee, who lived nine lives, and ar- 
ranged to fulfill his obligations to all 
who influenced them, namely: his wife, 
children, banker, partner, financial back- 
er, employes, creditors, landlord and 
mortgagee. 

In introducing the new pamphlet, the 
Acacia has inaugurated a plan which will 
be tried experimentally in some of the 
company’s Eastern branches. The pro- 
cedure to be followed is substantially 
this: 

A limited group of agents is selected 
whose records show that they have abil- 
ity for presenting the subject of business 
insurance. Each agent is invited to sub- 
mit a carefully selected list of prospects 
and no restriction is put on the number 
he may submit. 

Each agent to whom is offered the use 
of “Nine Lives” agrees to complete two 
calls on each person whose name he 
gives the company. 

Pre-Approach Letter 


Acacia agrees to send to each prospect 
listed a pre-approach letter and stamped 
post card, and to the agent one copy 
of “Nine Lives” for each name on the 
list. Each copy of “Nine Lives” includes 
an “Order Blank” or simple ‘self-analysis 
form. The copy of “Nine Lives” is en- 
closed in an unmarked envelope. 

If the prospect signs and returns the 
card the agent is immediately advised and 
the card is sent to him. The agent then 
delivers the copy of “Nine Lives.” If 
the card is not signed and returned the 
agent will wait-a reasonable time, after 
which he will deliver a copy of: “Nine 
Lives” to each of the remaining men on 
his list sa 

The exact method of contacting his 
man is left to the agent, because the 
company is interested in learning the re- 
sults of different methods of approach. 
It suggests that the agent call simply 
as a messenger from the home office and 
present the copy of “Nine Lives” per- 
sonally to the man to whom the com- 
pany wrote. At this time the agent will 
secure an appointment to discuss the 
Story. 

In returning to complete the appoint- 
ment a representative will carry out the 
Purpose of the letter from the home 
office, i. e., to learn from the business 
man what he thinks of the story. If 
the answer.is favorable the agent may 
discuss, either then or later, the appli- 
cation of business insurance to the man’s 
own business or to the business of others 
where the prospect is interested as an 
investor or creditor. If the man’s answer 
is unfavorable the agent is to find the 
reason for guidance. 

In return for this the company asks 
the agent to prepare a report—fifty 
words or less—which will tell the method 
he used in presenting and carrying 
through his interview. and the results he 
secured, 





“STATE-A-QUOTA” ISSUED 


An attractive and newsy agency pa- 
per, “State-A-Quota,” has been published 
by the Frank W. Pennell agency of the 
State Mutual Life in New York City 
or its representatives. The first issue 
off the press last week showed that the 
Pennell agency led the entire company 
for July, with a gain of $52,000 over its 
Production in July, 1929. 


Green Pastures For 
Dull Summer Days 


OPPORTUNITIE FOR AGENTS 





Industrial Activity, Factory Output and 
Trade Indicate That 1930 Will Be 
Normal Year 





In times such as these when some life 
agents are bemoaning the fact that busi- 
ness is poor and saying that insurance 
cannot be written, it is well to look a 
little beyond the horizon to see if there 
are not some silver linings. There are 
always things to’ be thankful for; there 
are always people who are busily em- 
ployed and who need life insurance. 

The “Phoenix Mutual Field” finds quite 
a number of “green pastures” at the 
present time for life insurance men; says 
that a lot of this talk about business 
dullness is hot air anyhow. “When you 
compare industrial activity factory output 
and trade (as indicated by check trans- 
actions, freight car loadings and such 
things) with the last five years’ average, 
or even with 1928, you wonder what 
everybody’s howling about. This is a 
fine year, not up to a peak year like 
1929 in some cases, but considerably 
ahead of recent years. Amusements, bev- 
erages and confections, printing and pub- 
lishing, railroad equipment, restaurant 
chains, bakeries, business equipment, coal 
mining, drugs, food products, iron and 
steel, machinery and tools, oil produc- 
tion and refining, and many other in- 
dustries are finding 1930 more profitable 
than 1928. 

“Part of the dullness they’re talking 
about now is the lower level of factory 
activity that we have almost every sum- 
mer. There are plenty of busy summer 
lines to make up for it, and even the 
most conservative expect an increase in 
trade and production in the fall. The 
United States census has uncovered an 
interesting error. Unemployment is prob- 
ably only about half as large as the Fed- 
eration of Labor and various other or- 
ganizations have figured. According to 
the census figures only about 2,300,000 
people throughout the country who are 
normally employed are now without any 
work. 

Few “Saturation Points” 

“You know much of this talk you’ve 
been hearing is all blah anyway. Back 
in about 1900 the Transvaal gold mines 
were supposed to be nearing exhaustion, 
but they are still producing, and in May 
they reached a new record of $19,000,000 
worth of gold which is 50% higher than 
the yield of earlier days. Similarly, the 
automobile industry was supposed to 
have reached a ‘saturation point’ fifteen 
years ago, and our oil wells were sup- 
posed to have all gone dry by this time. 
In the meantime, there are some very 
good spots in our pastures. Here is a 
list of green spots: 


“Automobiles—Small: The demand for ; 


small cars has held up well. 

“Automobile Tires and Accessories: 
These lines have continued active all 
along, and there should be an increased 
demand in August. 

“Building—Public Works: The con- 
struction of public works throughout the 
country is well under way. Residential 
building is beginning to increase. 

“Canning: Seasonally active, particu- 
larly for the next two or three months. 

“Chemicals: Good demand—seasonally 
active. 

“Cigarettes: Continued large demand 
has placed this industry in a very good 
position.. It is the eighteenth industry 
in size in the United States in propor- 
tion to the number of people employed. 

“Electrical Equipment: There is a de- 
cided seasonal appeal for electrical 
equipment in summer, in addition to the 
steady demand there has been all along. 

“Food Products: Seasonally active. 

“Ice Cream: The demand has been 
growing at a rapid rate, and. is always 
the greatest in summer. me 

“Motion, Pictures :. The present busi- 
ness sentiment and conservatism about 
spending money for expensive trips and 











MODERN PROTECTION 


N ACCORDANCE with its progressive plan for up to 
the minute service to policyholders and agents, the 
United Life and Accident Insurance Company 








ANNOUNCES 


a new line of Juvenile policies which will be issued from 
birth to age fourteen on either short or long term endow- 
ments, including twenty payment endowment at age 85. 
Additional benefits are also issued with these contracts 
which provide for waiver of premium in the event of death 
or total and permanent disability of the premium payor. 


For complete information write direct—and directly 


EUGENE E. REED, Vice-President 


UNITED LIFE and ACCIDENT INSURANCE 
COMPANY 


United Life Bldg., Concord, New Hampshire 


Originators of Life and Accident insurance united in one policy. 














luxuries is actually increasing the at- 
tendance at moving picture theatres. 

“Petroleum—Refining: One of the lar- 
gest refining companies estimates that 
their business for the first half of 1930 
is 8% ahead of 1929. 

“Printing — Books and Newspapers: 
The need and demand for books and for 
newspapers goes on regardless of stock 
market collapses and price declines. In 
addition, September brings a demand for 
a wide variety of books for schools and 
colleges. 

“Road Building: Government program 
being carried out. This is the busiest 
time for road building. 


“Shipbuilding: Commercial shipbuild- 
ing continues at good rate and in addi- 
tion a large number of pleasure yachts 
are under construction both in the East 
and Middle West. 


“Sporting Goods: A very good season- 
al demand with continually increasing 
interest in sports. 

“Telephone and Telegraph: Good 
steady expansion; the eleventh industry 
in the United States in regard to num- 
ber of employes. 

“Utilities—Electric and Gas (Mfd. and 
Natural): Continued expansion with far- 
reaching results.” 














Massachusetts Bay. 








In the Old Bay State 


The biggest six months’ production in the history of the 
Company has enabled Provident Agents from all over the 
country to qualify for the Provident Quarter Million Club. 
Members of the club will hold their annual convention as 
guests of the Company on September 3, 4 and 5 at the 
New Ocean House, Swampscott, on the shores of the old 


Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 
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Egyptian Love Cult 
Exposed By Livingston 


“TEMPLE BUILDERS” 





SCHEME 





Commissioner Livingston of Michigan 
Finds Insurance Officer in Unauthor- 
ized Company 





A strange cult which paid more at- 
tention to ancient Egyptian lore than to 
modern insurance laws and thereby ran 
afoul of the Michigan department, has 
been exposed by Kalph Wade, second 
deputy commissioner, and Robert Morse, 
head of the department’s licensing divi- 
sion. They probed the unauthorized in- 
surance operations of the mystic society. 
Death benefits, with double indemnity 
for accidental death, have been offered 
as inducements to prospective “students,” 
along with choice tidbits of oriental eru- 
dition. The coverage, according to sam- 
ple application blanks obtained by the 
investigators, was to have been written 
in the Chicago National Life, a com- 
pany not licensed in Michigan, and none 
of the leaders of the society was a li- 
censed agent nor was the organization 
itself, known as the “Ancient Order of 
Temple Builders,” empowered to conduct 
an insurance business, The contract it- 
self, open only to “students” under the 
age of 50, appears to have been so 
hedged about by reservations that it 
would not have been legally binding and 
there is some question as to whether 
any actual policy was ever issued. Pros- 
pects were induced to part with a $100 
fee, however, for which the insurance 
was to be part of the service provided, 
the investigators say, so that violation 
of the insurance act does not hinge on 
the actual issuance of any specific pol- 
icy. 

Following issuance of warrants for 
William Estep, or Epstein, believed the 
promoter of the cult, his wife, Dora L. 
Fillinger, Florence E. Socall, Bascom W. 
Maxwell, who went by the title of “Rev- 
erend” and is said to be Estep’s brother- 
in-law, and for Walter H. Crafts, a raid 
was made by Detroit officers on the cult’s 
headquarters, the “Supermind Science 
Temple.” 

Secret Order 


The order was described in its pros- 
pectus as a secret educational, religious, 
and beneficial order, based on the teach- 
ings of the Ancient Builders of the Great 
Pyramids of Egypt with an explanation 
from “The Book of the Dead.” 





JOHN HANCOCK GROUP POLICY 





MacMarr Stores Coverage One of Larg- 
est Group Deals Yet Written im 
the West 


One of the largest group insurance 
contracts that has ever been consum- 
mated in the West was recently closed 
in San Francisco, covering employes of 
the 1,500 MacMarr stores which operate 
in ten states. The policy was arranged 
by W. J. Smith, home office underwriter 
for the John Hancock Mutual Group 
Department, and the brokers firm of 
French & St. Clair, insurance advisers 
for the MacMarr stores. 

The coverage, which will aggregate 
$10,000,000 for the more than 7,000 em- 
ployes of the MacMarr stores, has been 
written on the contributory plan. It 
gives the employes broad coverage for 
life and disability insurance ranging from 
$1,000 to $4,000, according to the salary, 
with the privilege of increasing the 
amount of protection as the employes’ 
earnings are advanced. 





REGAN AGENCY GAINS 


The Willard Regan agency of the Con- 
necticut Mutual Life in New York City 
reports a 40% increase for the first sev- 
en months of 1930 over the same period 
of last year. Two members, Samuel C. 
Dretzin and A. J. Grobstein, have quali- 
fied for the company’s Million Dollar 
Club. 


Mass. Mutual Offers 
Family Policy Rates 


TEN AND TWENTY YEAR PLANS 








Premiums Are Reduced to Ordinary Life 
At End of Period; Monthly 
Interest Dividends 





The Massachusetts Mutual Life has is- 
sued its rates and values on the com- 
pany’s new family income policy. The 
policy will be issued on ten and twenty 
year plans. The premiums are reduced 
to ordinary life rate at the end of the 
ten or twenty year period. The income 
is not payable unless the insured dies 
within the ten or twenty year period 
and then is payable only until the end 
of that period from the date of issue. 

An illustration of some rates on the 
ten year plan per $1,000 follows: 


Age at Annual Premium 
issue Premium After 10 Years 

20 19.82 8.01 

25 22.04 20.14 

30 24.85 22.85 

35 28.65 26.35 

40 33.90 30 94 

45 41.26 37.09 

50 51.60 45.45 


The monthly payments under the Fam- 
ily Income policy beginning with the first 
will be increased by the _ illustrative 
monthly interest dividends (based upon 
the present interest rate of the com- 
pany) shown below. The monthly divi- 
dend remains constant during any policy 
year but changes from year to year. The 
dividends are on the basis of a $10 
monthly payment and are arranged ac- 
cording to the number of years for which 
the income is to be paid. Any fraction 
of a year is to be considered as another 
year for the purpose of determining the 
amount of the monthly interest dividend 
payable during a fractional part of a 
year. 

$10 Monthly Income 


Income to Monthly 
Be Paid For Dividend 
20 years $3.74 
S 3.30 
ies 2.79 

Wiis 2.20 





PENN MUTUAL CHANGES 





John A. McCloskey To Manage Steven- 
son Branch Office; Samuel M. Schel- 
lenger In South Jersey 

John A. McCloskey, manager of the 
South Jersey territory of the Penn Mu- 
tual’s John A. Stevenson agency in Phil- 
adelphia, has been put in charge of Mr. 
Stevenson’s branch office in the Public 
Ledger Building in Philadelphia. For a 
short time he will continue to have gen- 
eral supervision of the South Jersey 
territory. 

Samuel M. Schellenger, for ten years 
Penn Mutual’s representative in Cape 
May, N. J., will have the active manage- 
ment of that territory. 





MARYLAND NIGHT SCHOOL 


The Maryland Life has instituted a 
night school for the training of new 
agents. Classes are held from seven- 
thirty till eight-forty-five once or twice 
a week. The instructors are Charles 
C. Clabaugh, head of the company’s 
agency forces; Frank T. Kronner, re- 
cently appointed general agent in Balti- 
more and vicinity, and W. Vernon Arch- 
er, special representative for Maryland. 


ATLANTIC LIFE APPOINTMENT 


H. G. Stratman has been appointed 
supervisor for the Atlantic Life with 
headquarters at Cincinnati. He will su- 
pervise the states of Ohio and Indiana 
and surrounding territory. Formerly 
with the Missouri State Life, Mr. Strat- 
man has had considerable experience su- 
pervising men as well as in production 
work, 








CENTRAL STATES LEADER . 
R. T. Williamson of Oklahoma, who 
enjoyed a heavy month’s production dur- 
ing July, led the Central States Life 
agency force for the month. 





1851 1930 

BERKSHIRE LIFE INSURANCE COMPANY is _ justly 

proud of its record for past year. 

The marked gain of insurance in force has resulted principally 

from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 

“ASK ANY BERKSHIRE AGENT.” 

BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 











J. ELLIOTT HALL FIGURES 





For July This Agency Paid For $2,247,- 
214 and For Seven Months Total 
Was $20,856,484 
The J. Elliott Hall agency of the Penn 
Mutual Life in New York had paid-for 
business during July amounting to $2,- 
247,214. The same month last year the 
figures were $2,410,881 but at that time 
the thrift plan was in operation and 
there was a total of $547,000 in July, 1929, 
under the plan so that considering its 
discontinuance the agency really is ahead 

of last year. 

For the seven months the J. Elliott 
Hall agency paid for $20,856,484 as 
against $23,394,098 covering the same pe- 
riod last year. 


RICHMOND COMPANY GAINS 

The Life Insurance Co. of Virginia re- 
ports $374,587,640 insurance in force as of 
June 30, 1930, as compared with $373,- 
829,672 as of December 31, 1929. The 
company wrote $43,681,219 new insurance 
in the first six months of the year. As- 
sets increased about $2,000,000 in the 
first six months to $68,099,074 on June 
30, comparing with $63,593,057 as of June 
30, 1929, and $54,005,357 three years ago. 


“NON-MEDICAL MONTH” 

It is about four and a half years since 
the Equitable Society introduced its 
Policyholder’s Non-Medical plan and 
during that period the New York com- 
pany has issued $184,432,000 of this plan. 
The company has designated August as 
“Non-Medical Month,” and is urging the 
field force to concentrate on the Policy- 
holder’s and the General Non-Medical 
plans. 


COLUMBUS MUTUAL LEADERS 

Joseph J. Davis of Indianapolis, Nel- 
son L. Shultis of Greensboro, North 
Carolina and H. P. Gravengaard of Co- 
lumbus are the headliners for the Co- 
lumbus Mutual Life’s convention of 
agents to be held at Cedar Point, Ohio, 
August 18, 19 and 20. 
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(Continued from Page 3) 





urally stand ready to co-operate with it 
in every way.” 
Not to Eliminate the Negroes 

It is not the intention of The Pruden- 
tial in improving the Third Ward prop- 
erty to eliminate the Negro population. 
President Duffield has said that at least 
one block of these apartments will be 
devoted to the exclusive use of colored 
people. 

The Frelinghuysen avenue develop- 
ment, which will be of a higher grade 
of apartments, will not be carried out 
until the other two projects are com- 
pleted. This will be because of the great- 
er need for the housing facilities in the 
other two sections. 

Must Stand Investment Test 


The entire program has to stand the 
test of a good investment, The Pruden- 
tial points out, as the funds used are 
the reserves of policyholders and the in- 
vestment must pay a satisfactory return 





Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, _ business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 





and include safety and security over the moderate cost. 
long period. E. N. Mathew 
This building program of The Pruden- President. “ 
tial fits in with the belief often expressed R. E. Kelliher 
by President Duffield of the need for i Manager : 


proper housing and home conditions and 
the efforts of The Prudential to function 
toward those ends. 
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Convention to Ask 
If Editors Are Human 


NATIONAL FRATERNAL CONGRESS 





Juvenile Cover Discussion Also to Be 
a Feature of Detroit Meeting; 
Copeland to Talk 





The seventeenth annual meeting of the 
National Fraternal Congress of America 
will be held in Detroit on August 18-21. 
Among some of the subjects to be dis- 
cussed are these: “The Fundamentals of 
Life Insurance Salesmanship” by Joel T. 
Daves, New York; “Public Health” by 
Senator Copeland of New York; “Juve- 
nile Protection” by Dr. M. M. Nickware, 
Anciétit Order of Gleaners. 

There will be a press section which 
will have as subjects of addresses: “Are 
Editors Human?” “Can the Editor Re- 
store Public Confidence in the Great 
Fraternal Benefit System?” “The Vir- 
tues and Sins of Departments in Official 
Publications.” 

There will be reports of the Bureau 
of Publicity, Committee on Fraternal 
Ethics, Committee on Legal Co-opera- 
tion, Committee on General Welfare and 
Committee on Statutory Législation. 

One feature will be a juvenile demon- 
stration in charge of Mrs. Maybel Chev- 
alier, national treasurer of the Degree 
of Honor Protective Association. It will 
include singing by the glee club of the 
Boys and Girls of the Maccabees. 

The Supreme Council, Royal Arcanum, 
has approved a modified non-medical ap- 
plication form. The First Catholic Slo- 
vak Ladies have dedicated a new home 
office at Shaker Heights, Cleveland; the 
Mystic Workers of the World National 
Juvenile convention has adopted a schol- 
arship fund for the under-privileged; the 
Fraternal Order of Eagles has adopted 
the slogan, “Abolish the Poor House in 
America.” 





VISITS OLD WAR “PILL-BOX” 





Actuary McConney of Bankers Life of 
lowa Had War Days Recalled While 
in Europe 
Last month while touring the battle- 
fields in France and Belgium, where he 
fought as a member of the Canadian Ex- 
peditionary Forces, E. McConney, chief 
actuary of the Bankers Life of Iowa, 
visiting one of the larger cemeteries in 
the old Ypres sector, recognized the iden- 
tical “pill-box” in which a small group 
of Canadian soldiers including himself 
sought shelter some fifteen or sixteen 
years ago. The “pill-box” has been al- 
lowed to remain as the central figure in 
a cemetery where more than 12,000 sol- 

diers lie buried. 

Mr. McConney, in relating the inci- 
dent to fellow officers of the Bankers 
Life upon his return to the home office 
last week, explained why he had remem- 
bered so well this particular “pill-box.” 
After spending the night in it, during 
the war, he left early in the morning to 
Carry a message down the lines. When 
he returned later in the day, the “pill- 
box” was empty—every member of the 
group which had sought shelter therein 
had been “gassed” shortly after Mr. Mc- 
Conney left and all had been removed 
to field hospitals. 

Mr. McConney, accompanied by Mrs. 
McConney, spent two days touring the 
battlefields where he fought. Their trip 
abroad also included attendance at the 
International Congress of Actuaries in 
Stockholm and was followed by_brief 
visits in England and Scotland. While 
abroad they enjoyed the experience of 
meeting and visiting with President Ger- 
ard S. Nollen and his family, who have 
been spending the summer in France. 





NEW OFFICE IN ASHLAND, KY. . 


A district office of the Income Life 
will be located in Ashland, Ky., with 


R. E. Sutherland in charge as district 
manager. 
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-2—N ARCHITECTURAL LANDMARK OF 
DIGNITY AND BEAUTY, this building is 
primarily an ideal workshop. The Com- 
pany’s 3,800 employees enjoy the maximum 
of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and 
conveniences that multiply human efficiency in the 
day’s work. 
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New York Life Insurance Company 
MADISON. SQUARE, NEW YORK, N. Y. 


Darwin P. Kingsley, President 
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Northwestern National 
To Honor Its Leaders 


“BIG TEN’S” NAMES ANNOUNCED 





Minneapolis Company’s Regional Con- 
ventions Started This Week; More 
Than 200 Agents Qualified 





The Northwestern National of Minne- 
apolis last week announced its “Big Ten,” 
the leaders in the company’s point con- 
test conducted for convention qualifica- 
tion. They are in order: E. C. Henkel, 
Howard W. Yerza and W. O. Westafer 
of Minneapolis; E. N. Ney of Winona, 
Minn.; C. R. Rothenberg of Newark, 
N. J.; E. E. Moore of Rockford, Minn.; 
C. D. Ford of Devils Lake, N .D.; O. 
W. Veth of Minneapolis; S. J. Nadel 
of Dalks, Tex.; and F. H. Collins of 
Chicago, 

In the contest points were given not 
only for production but for conservation 
of business, settlement with application 
and self-improvement. The leaders will 
attend and receive special honors at the 
convention. The convention contest 
closed June 30 with one month to pay 
for outstanding business. 

Three regional convention are being 
held this month, the first for the Central 
Region being now in progress (August 
14, 15, 16) at Rapid City, S. D., in the 
heart of the Black Hills. This meeting 
will be attended by agents from Minne- 
sota, North and South Dakota, Iowa, 
Nebraska and Illinois. The second meet- 
ing will be held in Estes Park, Colo., 
August 19, 20, 21 with agents from Tex- 
as, California, Oregon, Washington, Ida- 
ho, Montana, Colorado and Wyoming in 
attendance. The last meeting which will 
be held at Atlantic City August 26, 27, 
28 will be a special meeting where the 
Big Ten and other agents who have qual- 
ified on a high point basis during the 
year will be honored. This convention 
will also include agents from North Car- 
olina, Ohio, Pennsylvania, Michigan, 
Kansas, New Jersey, Indiana, Tennessee 
and Virginia. 

During the month the company will 
be host to more than 200 agents who 
have qualified for the conventions. A 
large number of wives of agents, and 
home office people will also be in at- 
tendance at many of the meetings. 





START CONSERVATION PLAN 





Penn Mutual to Have Special Pregram 
Following Home Office Conference 
On Subject 

At a conference held last week in the 
home office of the Penn Mutual in Phila- 
delphia by the executive commit- 
tee of the Agency Association and 
many home office executives headed by 
President William A. Law and Vice- 
President Hugh D. Hart, plans were 
drawn up for a conservation program. 
The company’s conservation record has 
for a long time been among the most fa- 
vorable, but, recognizing that lapsation 
is one of the major problems of the 
life insurance business, the Penn Mu- 
tual, through methods discussed at this 
conference, plans to improve its present 
practices, and to introduce new features, 
for the purpose of bettering its record 
to the maximum. 

A complete program will be announced 
to the field shortly. President Law and 
Vice-President Hart, with many other 
executives of the leading companies, be- 
lieve that while volume of new busi- 
ness should be of persistent concern the 
percentage of increase of outstanding 
risk is the test of efficient underwriting 
and agency management. 


“LET’S KEEP GOING” 

H. G. Johnson, recently appointed 
agency manager for the Bankers Life 
of Iowa at Cleveland, has christened his 
Cleveland agency “Let’s Keep Going.” 
Mr. Johnson, who was formerly lacated 
at Buffalo, called his Buffalo agency 
“Let’s Go,” and so the new name he 
has selected is a logical choice. 
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Forbids Life Companies 
Trading in Real Estate 


MISSOURI OPINION RENDERED 





State’s Assistant Attorney General Says 
Policy of Law Is to Prevent Prom- 
iscuous Land Dealing 





It has been held in Missouri that life 
companies doing business in the state do 
not have the legal right to exchange 
unencumbered real estate for encumbered 
real estate nor can they deposit deeds 
to such encumbered real estate with the 
state’s superintendent of insurance as 
part of their property deposits under the 
Missouri law. 

The opinion by Assistant Attorney 
General G. C. Weatherby to Deputy Su- 
perintendent of Insurance Joseph F. Hol- 
land was based on the following ques- 
tion: 

“May a life insurance company, having 
acquired real estate by foreclosure, ex- 
change it for other real estate subject 
to first mortgage and deposit with the 
superintendent of insurance a deed con- 
veying the equity therein as in compli- 
ance, in whole or in part, with the laws 
of Missouri requiring such deposits by 
life insurance companies?” 

The opinion follows: 

“Life insurance companies may not traf- 
fic in real estate. It is the policy of 
the law to prevent the promiscuous deal- 
ing-in real estate by such companies. 

“Recognizing, however, the fact that in 
the course of its business from year to 
year in making loans upon real estate 
or investing in first mortgage loans on 
real estate defaults will occur therein 
_wherein and whereby it may become 
necessary for the company to purchase 
said real estate by foreclosure, in order 
to protect itself from loss, the law has 
given such companies the right in the 
case of foreclosures, if necessary to pro- 
tect itself from loss, to purchase the 
real estate so foreclosed. 


Six Year Law 


“But there is a statutory mandate that 
all real estate acquired by it outside of 
that acquired for the convenience of its 
business must be sold and disposed of 
within six years after the company has 
acquired absolute title thereto. 

“In an attempt to expedite a compli- 
ance with this provision of the statute 
the legislature has given the companies 
the right to exchange real estate acquired 
by foreclosure for other real estate, that 
is to say, the legislature further recog- 
nizing that certain kinds of real estate 
may be sold more readily than others, 
it gave the companies the privilege of 
taking advantage of that condition and 
if they see an opportunity to exchange 
a piece of real estate for which there is 
no ready market for another piece of 
real estate for which there is a ready 
market they can do so. Having in mind, 
however, all the time, that any given 
piece of real estate must be sold from 
the time it was acquired unless that time 
should be extended for good cause shown 
by the superintendent of insurance. 

“The object to be attained by the pro- 
visions of sections 6330 and its subdivi- 
sion section 1, with reference to real 
estate acquired by insurance companies 
other than that for the accommodation 
of its business, is to convert it into cash 
as quickly as time and conditions will 
permit and to prevent the companies 
from so handling such real estate that 


the accomplishment of that object and 
purpose may be unnecessarily delayed. 

“Tt is, therefore, clear to our minds 
that it was never intended to give to 
insurance companies the right to ex- 
change unencumbered real estate for en- 
cumbered real estate and we do not 
think they have the right to do so. It 
follows that not having the right to ac- 
quire encumbered real estate in this man- 
ner they are not entitled to have it treat- 
ed as a part or parcel of its property 
deposits under the law.” 





SHENANDOAH LIFE CONVENTION 





Receptions at Homes of Officers a Fea- 
ture of Meet; Charlotte Agency 
Wins Cup 

At the 1930 convention of the Shenan- 
doah Life which was held at Roanoke, 
Va., last Friday and Saturday, it was 
announced that the company had entered 
into the $100,000,000 class as regards in- 
surance in force. About 175 representa- 
tives of the company attended the con- 
vention. 

In addition to the business meetings, 
the convention included receptions at the 
homes of President Robert H. Angell 
and Vice-President Charles E. Ward, 
sight-seeing tours, a trip to Natural 
Bridge and the final banquet on Satur- 
day night which was followed by a dance. 

The Gordon Insurance & Investment 
Co. of Charlotte, N. C., was presented 
with a silver loving cup as the leading 
producer for the company. This agency 
had sixteen representatives present. 





UNIVERSAL LIFE SUIT 





President Rolwing States There Is No 
Basis For Claim Of $12,000 By 
Woman Stockholder 
Henry S. Rolwing, president of the 
Universal Life of St. Louis, in comment- 
ing on press dispatches from Chicago, 
which stated that a praecipe of a $12,000 
suit against the company had been filed 
in Chicago, Ill., August 4 by counsel for 
Mrs. Sophie Boesch, a sixty-five-year old 
widow, residing near Chicago, said that 
there was no basis for a $12,000 claim 

by Mrs. Boesch against his company. 
Attorneys for Mrs. Boesch were quot- 
ed as saying that the suit would allege 
misrepresentation by the company in 
selling her stock on which she has not 
received a dividend for two years. 











BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 








356,988 Prospects 


received advertising letters in first five months of 1930 


$19,000,000 of Business 


sold on lives of “advertised” prospects in same period. 


Des Moines, Iowa 





























NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 





New England Mutual Life Insurance Co. 
Boston, Mass. 
Chartered 1835 














PRIDDY AGAIN IN NEWS 


Lawrence Priddy, prominent life un- 
derwriter, stepped into the role of rescu- 
er when the Westchester county, N. Y., 
Park Commission determined to capture 
and kill Jonah, a great bullfrog whose 
bass croaking has kept Bronx River 
Parkway residents awake. Mr. Priddy 
wrote to the park commission: “To me 
it would seem a great pity ruthlessly to 
take the life of a perfectly innocent bull- 
frog. If you will please forward it to 
me I shall gladly assume responsibility 
for all carrying charges and provide it 
a good home.” 








AS WESERVE | 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 








DON N. EVERETT DIES 





Son of Former Assistant Secretary of 
Missouri State Life Succumbs To 
Long Illness 


Don N. Everett, twenty-three-year old 
son of Frank N. Everett, former assist- 
ant secretary and head of the under- 
writing department of the Missouri State 
Life, died at the Jewish Hospital, St. 
Louis last Saturday, following an illness 
of four months. 

Young Everett was educated at the 
Montclair, N. J. Institute and later work- 
ed for newspapers in New York City, 
North Carolina and Virginia. Since last 
September he had been writing feature 
articles for the editorial department of 
the St. Louis Times. 

His father, Frank N. Everett, recently 
resigned from the Missouri State Life 
to return with The Prudential. The 
family home is at No. 339 Park Road, 
Webster Groves, Mo. 





H. M. MAYPER’S CELEBRATION 

Henry M. Mayper, Ford agency of the 
Equitable Society in New York City, 
celebrated his twentieth anniversary with 
the company auspiciously by paying for 
$105,000 on the day prior to his anni- 
versary and turning in a $100,000 appli- 
cation on the anniversary date, August |. 





FRIEND WELLS GROUP CASE 

The Waverly Press, Inc., and the Wil- 
liams & Wilkins Co. of Baltimore have 
taken out group coverages in the Aetna 
Life. The business was written by the 
Friend L. Wells Organization of the 
Aetna Life in Baltimore. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





- 17-23 John Street, 
CORtlandt 8300 


New York 





MANAGERS 


INSURANCE CO. adic. 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 
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Strongly Endorses Life 
Advertising Campaign 


BUSINESS IS UNDER-ADVERTISED 





New York Association’s Plan Is De- 
scribed and Praised by Leading Ad- 
vertising Magazine 





The institutional advertising that the 
Life Underwriters’ Association of New 
York City will soon inaugurate is given 
a strong endorsement in a recent issue 


of “Printers’ Ink,” leading advertising 
magazine. The article points out that 
life insurance, in proportion to its posi- 
tion among the ‘major commercial enter- 
prises, frequently is criticized as being 
under-advertised. There are notable ex- 
ceptions, represented by some compa- 
nies, nationally, and by individual agents 
locally, but their efforts serve as a con- 
trast to the comparatively small amount 
of advertising done for the business as 
a whole. 

The article goes on to say that this 
lack of advertising support is recognized 
by those whose work it is to sell life 
insurance. They find themselves handi- 
capped by the absence of an adequate 
understanding of its benefits on the part 
of the public and they also suffer from 
the non-committal glint which lights the 
eyes of a prospect when an agent intro- 
duces himself as a life insurance sales- 
man. In their work of contacting pros- 
pects, they have a service to perform 
as well as a commission to earn and 
these salesmen believe that advertising 
can prepare the way by substituting un- 
derstanding for prejudice and ignorance. 

Trail Blazers 


Several associations throughout the 
country have blazed the trail by conduct- 
ing co-operative campaigns, including 
those at Pittsburgh, Cleveland, Indianap- 
olis, Birmingham and Colorado, and have 
financed advertising. Advertising also is 
done by the Canadian Association, but 
in this case the expense is underwritten 
by the life companies. 

The New York body plans to make 
weekly insertions in the newspapers, the 
largest size of which will be three col- 
umns by 112 lines. All advertisements 
will be signed by the association. Each 
advertisement carries this statement: 
“Consult any member of the undersigned 
association for expert advice.” Here is 
an indication of the broad scope of the 
campaign. It is realized that every mem- 
ber stands to benefit from the education- 
al effort, whether or not he contributes 
to its financing. 

Members who contribute will be given 
the benefit of certain advantages which 
will permit them to tie up with the 
campaign. About two weeks before the 
appearance of each advertisement, ad- 
vance proofs will be sent them together 
with suggestions for a tie-up through 
members’ individual mailing lists. Re- 
Prints will be available at cost but to 
subscribers only. 

It is the hope of the New York As- 
sociation that this group effort will lead 
eventually to the advertising of the Na- 
tional Association and a larger volume 
of advertising on the part of leading 


, companies. 





UTAH GOLFING CHAMPIONS 


Wife and Son of W. G. Hunter, Kansas 
City Life Manager, Win Golfing 
Titles 

The wife and son of W. G. Hunter, 
State manager in Utah, Nevada and south 
Idaho for the Kansas City Life, have 
achieved considerable distinction in Utah 
golfing circles. Mrs, Hunter recently 
won the Women’s City championship in 

alt Lake, while the son, “Brownie,” who 
as just turned seventeen years of age, 
Captured the State Golf Amateur Title. 
Townie’s aptness for golf is attrib- 
uted to some extent to the early train- 
ing of his father, who was something of 
@ golf player years ago. 





BUSINESS CONDUCT COMMITTEE 


Lane Announces New York Association’s 
Committee Members; Chairmen: 
Priddy, Wuerth, Collins and 
McWilliam 

Mervin L. Lane, chairman of the Com- 
mittee on Business Conduct of the Life 
Underwriters’ Association of the City of 
New York, has announced the personnel 
of his committee which will consider any 


cases of unethical or illegal practices: 


which are referred to it during the pres- 
ent administration. The committee fol- 
lows: 

Sub-Committee, Lawrence Priddy, 
chairman; A. P. Woodward, John M. 
Fraser. 

Sub-Committee, Gustav C. Wuerth, 
chairman; Walter Barton, John A. Mc- 
Nulty, James P. Graham, Jr. 

Sub-Committtee: W. R. Collins, chair- 
man; Robert J. Williams, William F. 
Atkinson, George Hofmann. 

Sub-Committee: E. G. McWilliam, 
chairman; Godfrey B. Moore, Robert J. 
Manheimer, R. A. Van Alst, Jr. 


REFILE WOODMEN SUIT 





New Suit Filed in Name of Officers of 
National Rate Increase 
Committee 


The mandamus suit to compel head 
officers of the Modern Woodmen of Am- 
erica to submit the new life insurance 
rates of the order to a referendum of 
the membership has been refiled in the 
McLean county circuit court at Bloom- 
ington, Ill. The new suit was filed in 
the name of A. E. Rouland, president, 
and J. W. McKissick, secretary of the 
national rate increase protest commit- 
tee. 

The head camp raised a question of 
jurisdiction in the mandamus suit on file 
in the Sangamon county circuit court at 
Springfield, on the ground that none of 
the national officers of the organiza- 
tion resides in Sangamon county. 





WEEKLY PRODUCTION LEADER 


For the fourth time this year T. S. 
Reinhard, a member of the Bankers Life 
agency in New York City, has won lead- 
ership of the entire Bankers Life sales 
organization in weekly production. Dur- 
ing the last week in July he paid for 
more than $80,000. 


TRAVELERS’ FIELD CHANGES 





Ross W. Byers Promoted to Ass’t Mgr. 
at Grand Rapids; George W. Watson 
and Charles Loucks Transferred 
_ Several changes in the field organiza- 
tion of the Travelers have been an- 
nounced. Ross W. Byers, field assistant, 
life, accident and group departments in 
the Indianapolis branch office of the com- 
pany, has been promoted to assistant 
manager of those departments at Grand 
Rapids, Mich. George W. Watson, as- 
sistant manager, has been transferred 
from the Michigan avenue office in Chi- 
cago to the company’s Insurance Ex- 
change branch, and Charles W. Y. 
Loucks, assistant manager, from the In- 
surance Exchange office to the Michigan 

avenue branch. 

Mr. Byers will be associated in his 
new work with George J. Scott, manager 
of the Grand Rapids office. Mr. Byers 
has been connected with the Hartford 
company for five years, having served 
first as a field assistant in Omaha be- 
fore his transfer to Indianapolis. 





The salesman who complains about 
business dépression is the same fellow 
who has the poorest record when busi- 
ness is booming.—“Field News.” 














A MULTIPLE LINE 


Backed by Prompt, Efficient Service 














A combination that increases results and 
multiplies the Agent’s income 


With its Home Office situated at the Hub of the Nation— 
St. Louis, “The City surrounded by the United States,”—the 
Missouri State Life is able to give to its representatives 
prompt, efficient service in the handling of all matters per- 
taining to solicitation, underwriting and claim payments. And 
through its multiple line of Life, Accident and Health, Group 
and Salary Savings, the Company offers representatives an 
exceptional opportunity to multiply the results of their daily 
work and thereby multiply their income. 


Insurance in force now over 


$1,245,000,000.00 


MIssouRI STATE LIFE INSURANCE COMPANY 


Hillsman Taylor, President, St. Louis 
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BRITISH GOVERNMENT HELPS 
OUT WITH INSURANCE 

One of the obstacles in building the 
new express liner of the Cunard Line 
which is to wrest the speed ribbon of 
the Atlantic from the Germans has been 
insurance. Now the Cunard people have 
given out a statement to the effect that 
the insurance has been arranged for with 
Government assistance. 

The building of the proposed vessel, 
which is to have a tonnage of 70,000 and 
a speed of more than thirty knots, and 
which will have accommodations for 
4,000 passengers, has been entrusted to 
John Brown & Co., Clydebank. No con- 
tract could be negotiated, however, until 
some vital questions were satisfactorily 
settled. The statement says: 

“The most important of those questions 
has now been arranged by a board of 
trade agreement, with the approval of 
the Treasury, to undertake at premium 
such portions of the insurance on the 
liner as cannot be accommodated in the 
market in the ordinary manner and at 
reasonable rates. The Cunard company 
was unable to contemplate the building of 
a ship which it was unable adequately to 
insure. Owing to the dimensions and 
extraordinary specifications it has been 
evident from the start that the new ship 
is outside the range of ordinary insur- 
ance arrangements in the local market. 
His Majesty’s government has seen the 
way clear to step into the breach, and 
formal agreements are now being drafted 
which will be attached to the legislative 
bill as a schedule and will be submitted 
to Parliament next session.” 

So far as is known this is the first 
time that the British government has 
been asked to come to the rescue of the 
insurance market, and its decision to do 
so provides one type of government in- 
surance to which there will be no ob- 
jection by insurance men. 





CONCURRENT BONDS 

How did surety companies allow con- 
current bonds to develop? It was with 
no desire to complicate the business. The 
American Surety explains the situation 
thus: 

“Originally there was one form of 
bankers blanket. bond. Cases occurred 
where an insured desired to favor dif- 
ferent agents or brokers and took sepa- 
rate bankers blanket bonds. These 
brokers. insisted on the bonds being pri- 
mary so as to be able to render their 
services in case of any loss. There 
seemed no good reason for refusing to 
write bonds in this manner when re- 
quested, but it was necessary to attach 
a rider so that the insured could not 
take advantage of the lower premium se- 
cured because the bonds were written 
concurrently. As the coverages under 


various private bankers and_ brokers 
blanket bonds became more varied re- 
quests came in for concurrent bonds 
written on different forms so that all 
the various coverages would operate as 
primary. The writing of the coverages 
in this fashion was insisted upon by the 
brokers placing the business so that it 
was necessary to accede to their wishes. 
The advantages of concurrent bonds 
have become apparent because, as aptly 
stated by the Towner Rating Bureau, 
‘We cannot stop the brains of brokers 
from working.’ We therefore find our- 
selves in a situation which was not fore- 
seen and which was forced upon us by 


the demands of the insurance-purchasing 
public.” 





DEFINITION OF “OLD LINE” LIFE 
INSURANCE 

For years insurance agents and ex- 
ecutives have been using the term “old 
line life insurance,” and there are two 
companies called the Old Line. The ex- 
pression has been adopted in the busi- 
ness aS meaning legal reserve life in- 
surance, but recently the question has 
arisen, “How did the words Old Line 
have their drigin.” Strange as it may 
seem, some of the best posted people in 
the business do not know. In seeking 
light on the subject The Eastern Under- 
writer asked two life insurance men, one 
a lawyer, the other a life president, for 
their opinion. Both have been in life 
insurance many years. 

The lawyer has this to say: “My best 
recollection is that the expression was 
coined more or less as an epithet of de- 
rision in the late seventies when assess- 
ment insurance took its rise. The legal 
reserve companies at that time were 
roundly denounced in many quarters, 
particularly in Massachusetts. About 
1878 the Massachusetts legislature en- 
acted a law permitting any seven men 
to organize an assessment insurance cor- 
poration. That act was repealed in 
1902. The promoters of that fallacy be- 
lieved; or assumed to believe, that the re- 


serve employed by the life companies was | 


unnecessary and that it was an imposition 
on the public, and those promoters did 
not hesitate to denounce the old line 
companies as robbers. The term largely 
dropped out of use although it is used 
by two successful companies now in their 
titles, and it is met in some court de- 
cisions, and, possible, has not yet been 
removed from statutes in certain states.” 

The life president said: “My under- 
standing is that at the time of the great 
outcry for assessment and fraternal in- 
surance half a century or so ago the sub- 








oe crmcncn = 








The Human Side of Insurance 














RUSSELL M. SIMONS 








Russell M. Simons, one of the promi- 
nent New York City general agents who 
heads the Robbins-Simons agency of the 
Home Life, is observing his twenty-fifth 
anniversary with that company this 
month. In recognition of this milestone 
he was presented with a “Faithful Serv- 
ice” bar at the recent Quebec conven- 
tion by President E. I. Low. It is inter- 
esting to note that the Home Life was 
Mr. Simons’ first and only life insur- 
ance connection. When he started on 
August 1, 1905, as a soliciting agent the 
Armstrong life insurance investigation 
was at its height and he spent some time 
on his first day listening to the testimony 
of the late George E. Ide, then Home 
Life president, . before the committee. 
For the past twenty-one years Mr. Si- 
mons has been a general agent. His 
agency has led the company in paid-for 
volume for the past four years and is in 
first place for the first seven months of 
this year. 
+ ce 

Albert W. Whitney, associate general 
manager of the National Bureau of 
Casualty & Surety Underwriters who is 
an authority on the safety and sanita- 
tion of summer camps, gave a radio talk 
last Saturday over Station WEAF on the 
subject “Are Summer Camps Safe?” Mr. 
Whitney’s broadcast comes as a result 
of the keen interest aroused by the 
National Bureau’s investigations of the 
summer camp safety problem as out- 
lined in a recent bulletin sent out by 
Mr. Whitney. 

* * 

Harvey White, vice-president and 
home office general agent of the Inter 
Southern Life, at Louisville, has resigned 
to become president of the American 
Broadcasting Co. of Louisville, which op- 
erates a local station which hooks in 
with Columbia Broadcasting, bearing the 
letters WLAP. White at one time was 
with Phoenix Mutual Life and later with 
Shenandoah before going with Inter 
Southern. He is former commander of 
the American Legion, Jefferson Post, of 
Louisville; was a captain in the war and 
served on the Board of Works, 


PRAISE FROM FRENCH PAPER 
Paris, August 10, 1930. 
Editor The Eastern Underwriter: We 
very much appreciate your newspaper 
over here. La Reassurance. 











stantial life companies in America began 
calling their form of insurance on a legal 
reserve basis the ‘Old Line.’ And that 
is about all I know as to when and where 
the words ‘Old Line’ originated.” 


Henry Moir, president of the United 
States Life, who has returned from the 
Actuarial Congress in Sweden, went up 
to the Arctic Circle while abroad. “We 
enjoyed beautiful, sunshiney weather 
there and found it desirable to wear th'n 
clothes,” he told The Eastern Under- 
writer. “We thoroughly enjoyed the 
Stockholm Congress and found it valu- 
able and stimulating from a_ business 
point of view and unusually pleasant 
from a social standpoint.” 


* * * 


Walter L. Whalen, an insurance agent 
in Philadelphia, got a neat bit of, pub- 
licity this week when Zara Agha, 
“world’s oldest man,” the Turk visiting 
the United States, was given a luncheon 
at the Penn Athletic Club, that city, and 
took the old mans’ application for $50,- 
000. As Zara claims to be 156—a state- 
ment disputed by actuaries—and as every 
life endowment matures at age ninety- 
six, the application meant nothing ex- 
cept publicity and some papers fell for it. 

* * * 


T. A. Manning of Dallas, Tex., head 
of the general agency there of T. A. 
Manning & Sons, sailed on Wednesday 
from New York for Europe with Vic- 
tor Roth, president of the Security of 
New Haven, and Mrs. Roth. They went 
on the “Europa” and will be abroad 
for about three months, touring on the 
Continent. 

* Ox 

Thomas G. Burch of the Burch, Hodg- 
es, Stone local agency at Martinsville, 
Va., won the Democratic nomination for 
Congress in the Fifth Virginia District 
last week in a primary contest, defeat- 
ing Joseph Whitehead, incumbent. Nom- 
ination is practically equivalent to elec- 
tion. 

a ee 


Nathan Mobley, assistant secretary of 
the United States Casualty, is back in 
New York this week after a five weeks’ 
extended frip in the Middle West. Re- 
turning with him were Mrs. Mobley and 
their two daughters, Ann and Eleanor. 
Mrs. Mobley had been visiting her fam- 
ily in Omaha. 

ae 

Sir Alfred Lewis, chief general mana- 
ger of the National Provincial Bank of 
Great Britain, and brother of Hugh Lew- 
is, a director in the Royal and Liverpool 
& London & Globe, has had conferred 
upon him the honorary degree of LL.D. 
by the University of Birmingham. 

a ae 


Colonel Frank Knox, executive direc- 
tor of all the Hearst daily newspapers, 
was at one time correspondent for an 
insurance paper in Michigan. It was the 
old “Western Underwriter.” At the time 
Mr. Knox was a student of Alma Col- 
lege. 

a oe. 


Eugene F. Hord, executive vice-presi- 
dent of the Fireman’s Fund Indemnity, 
left yesterday for the Pacific Coast, 
where he will spend a month at the home 
office of the company. He was accom- 
panied by Mrs. Hord. 

a 

Kellogg Van Winkle, agency manager 
of the Equitable Life Assurance Socicty, 
Los Angeles, Cal., will return from 
Europe the latter part of September. 





G. A. ROBERTS’ NEW POST 

The North British & Mercantile has 
made George A. Roberts general solict- 
tor covering world-wide territory al- 
though concentrating on local business. 
For nearly a quarter of a century he has 
been in fire insurance and more recently 
was a special agent of the Phoenix 0 
London group. He helped to form 4 


brokerage department for that company. 
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Wallace P. Harvey’s Cane Restores 
Order at Banquets 

Unless you have seen Wallace P. Har- 
vey, general counsel and vice-president 
of the Fidelity & Deposit in New York, 
a magnetic and lovable personality, pre- 
side at a banquet with a cane instead 
of a gavel, “you ain’t seen nuthin’ yet,” 
as Al Jolson would say. Generally these 
affairs where Mr. Harvey figures are 
dinners to some insurance or surety man 
who is going to wed, or has been pro- 
moted, or has left the gang in order to 
become affiliated with some other com- 
pany. Sometimes the guest of honor is 
an F. & D. man, sometimes he is with 
some other company or association. 

Of all the toastmasters in the world 
I have never seen one who gets such 
a raw deal as does Mr. Harvey. Gen- 
erally, he arises when the party is in 
a mood to sing “Baloney” or “Banana 
Oil,” that being the method of inter- 
rupting speakers. This is especially true 
after the dinner has been under way 
some time. Nothing in the world can 
equal the indignation of Toastmaster 
Harvey as he jumps up to stop the clam- 
or and to demand fair treatment for the 
speaker whom he has introduced. As 
the noise continues and the singing 
booms louder he bangs his cane on the 
table with Babe Ruth thumps, ice cream 
dishes and coffee cups being lucky if they 
are not in the way. He keeps on bang- 
ing until order is temporarily restored. 

At the dinner to John A. Griffin, vice- 
president of the Fidelity & Deposit, held 
at the New York Athletic Club one night 
last week in honor of the engagement of 
Mr. Griffin to wed (the wedding has 
since taken place), Toastmaster Harvey 
had on his left Judge Albert Conway, 
former insurance superintendent, who 
thoughtfully removed all the cups and 
plates so that the dent the Harvey cane 
made was only in the table. It was a 
jolly, humorous affair, bespeaking the 
real affection held for Mr. Griffin in this 
Mmsurance community. Everybody en- 
Joyed it; even Mr. Harvey, despite the 
interruptions and his exhaustion at the 
finish. “A few more dinners like this 
and I'll have to buy a new walking 
Stick,” he said. 

* * 


The Amtorg Corporation 


Hamilton Fish, head of the Congres- 
sional committee chasing rumors of Com- 
munistic propaganda, is a New York 
surance broker and has been one al- 
most since leaving Harvard, where he 
was captain of the ‘varsity football team. 
The attempt of his committee to link up 
Political propaganda with the Amtorg 
Corporation (the Soviet trading organi- 
zation in this country through which 
more than $100,000,000 a year in orders 
to American concerns are given by the 


S. S. R.), is not taken very seriously’ 


by the majority of American newspaper 
writers. While one faction of editors 
thinks the committee is on the right 














track some of the most influential be- 
lieve that one big avenue of foreign 
trade is- being blocked, unfortunate at a 
time when there is over-production in 
this country and so many industries are 
looking to foreign fields to keep their 
plants going at a satisfactory pace. Some 
editors also feel that the more prosper- 
ous the U. S. S. R. becomes the more 
chance that Communism there is to fade, 
whereas if the country cannot get out 
of its dumps Communism will become 
more firmly rooted. 

My own experience with the Amtorg 
Corporation indicates that if that outfit 
is trying to put over propaganda it is 
rather clumsy footed about it. Upon six 
d‘fferent occasions I called upon the Am- 
torg Corporation while it was at 165 
Broadway, New York, each time being 
in quest of information. The Amtorg 
Corporation at the time was not occupy- 
ing any hole in the wall from which 
peeped men with smocks and whiskers 
or goggle-eyed women. 

Instead, the. suite was a large one and 
the woman secretary who greeted me 
looked more like the writer of a Russian 
novel than a character in one who had 
lived her life with freedom. The litera- 
ture handed out was such as is given 
by American chambers of commerce, 
consisting mostly of articles about rail- 
roads, ore, crops, machinery. Nothing 
of a political nature in sight. When spe- 
cific questions were asked the woman 
secretary excused herself, returning with 
a representative of the public relations 
department who listened as if bored and 
then dug up a mimeographed sheet which 
made very dull reading, but was full 
of economic. facts. 

It all reminded me of my experience, 
talking with Soviet officials in Moscow 
who were exceptionally cynical, their at- 
titude being that they didn’t care a darn 
what was printed about them. 

It is for these reasons that I take with 
a grain of salt the accusations against 
Amtorg. It is quite true that there is 
plenty of Communistic literature floating 
about among the unemployed, but the 
size of the radical vote in the last elec- 
tion didn’t indicate that much headway 
towards Communism was being made in 
this part of the country. 


Poodles Hanneford Tells Why He 
Believes in Freud 


In Chicago this week I spent some 
time with three men of contrasts, each 
of whom can make an hour fly by like 
magic. And, after all, what is more pleas- 
ant than companionship? The trio was 
Poodles Hanneford, America’s most fa- 
mous clown; Homer Guck, publisher of 
the Chicago “Herald and Examiner”; 
and a Chicago neighborhood banker 
whom I'll call Mr. R. : 

Poodles Hanneford is a member of a 
family of circus people which for three 
generations has been amusing the pub- 
lic. A mere beginning, as there are some 
baby Hannefords who haunt the dress- 


ing rooms, grab the make-up box when 
their elders are not looking and put on 
the funny wigs of Poodles when he is 
not around to stop them, so the proba- 
bility is that there will be Hannefords 
in the circus or theatre for several dec- 
ades to come. Poodles Hanneford, who 
has the face and good spirits of a come- 
dian, a marvelous physique and always 
exhibits a scarred nose or black and blue 
spot because it isn’t easy to take those 
burlesque tumbles close as possible to 
the hoofs of galloping horses without 
escaping damage, told me why he re- 
gards Freud and other psycho-analysts 
as persons of importance. 

He recited in proof his own mental 
state during a period of six months when 
he cut out swimming, golf and other 
recreative exertions outside of the big 
tent ring and the stage because of a 
depressing contact he had during that 
time with an extremely pessimistic fel- 
low clown in the Sells-Floto circus. No- 
ticing that this clown had him under 
pretty close scrutiny, Poodles finally 
asked him: 

“Why do you keep staring at me all 
the time?” 

“I am worried about you, old boy,” he 
replied. “You don’t look right to me. 
Aren’t your muscles rather sore?” 

“Yes, they are,” said Hanneford as he 
rubbed his arm on which there was a 
big lump, caused by landing too many 
times on the same spot in comedy falls. 

“Don’t you find breathing rather diffi- 
cult ?” 

“Yes, I do,” said Poodles, still gasping 
after his strenuous act. 

“Well, I think you have heart trouble. 
I see many of the symptoms. You had 
better take it easy outside of the theatre 
or some day you will fall for good and 
never get up.” 

After this had been going on for days 
Hanneford thought there was something 
in it and cut down his outside activities, 
and he dearly loves golf. When a life 
insurance agent solicited him one day 
he was amused. 

“Your company wouldn’t insure me,” 
he said. “You’d have a loss on your 
hands in no time.” 

The agent, a personal friend, not only 
didn’t believe him but demanded that he 
see a doctor. 

“What, and corroborate scientifically 
the fact that I have my death warrant? 
Nothing doing.” 

“Well, will you meet the doctor at 
dinner?” persisted the agent. Hanne- 
ford finally said Yes. When the doctor 
saw him he told the clown that no one 
could go through such acrobatic per- 
formances if in bad health. An exami- 
nation followed and Poodles was in- 
formed that as a physical risk he was in 
Jack Dempsey’s class. 

“I immediately went out and played 
thirty-six holes of golf,” said Poodles. 
“Then I made that other clown invite 
me to dinner and told him he would 
have to pay the check. I made a con- 


“siderable hole in his pocketbook. That 


experience with the hypochondriac is 

why I believe there is a lot in the dope 

handed out by Freud and those other 

birds who analyze our worries and then 

tell us what they are and what is back 

of them and how to get rid of them.” 
* bf * 


Former Insurance Man Describes 
Ranch of William Randolph Hearst 


On this page recently I said that one 
of the great newspaper romances of the 
past few years was that of Homer Guck, 
who after being assistant to the presi- 
dent of the Detroit Life, and public re- 
lations man of the Union Trust bank- 
ing outfit in Detroit, went with William 
Randolph Hearst and in a very short 
space of time became publisher of the 
Chicago “Herald and Examiner.” 

Some years ago Guck and Colonel 
Frank Knox, who is chief executive of 
all the Hearst daily papers, were run- 
ning newspapers in the Upper Peninsula 
of Michigan, and they had been friends. 
Years went by and Col. Knox asked Mr. 
Guck to join the Hearst organization in 


a position of considerable importance. 
Although he had been out of the news- 
paper business for eleven years he 
thought the opportunity was one he 
should grasp. After a short experience 
on the New York “Journal” he went 
to San Francisco, where he did not know 
a soul, and became a publisher of a 
Hearst daily paper there. He did so well 
that he was given charge of the Hearst 
morning paper in Chicago, which had 
not been making money, and he put it 
on its feet. 

Soon after tying up with Hearst he 
visited the famous California ranch of 
the publisher. I had heard so many 
stories about the ranch that I asked Mr. 
Guck to tell something about it. He ar- 
rived at the station shortly after mid- 
night and was met by a large Hearst 
automobile. The ride to the ranch then 
began. For more than two hours the 
automobile sped alongside of the ocean, 
which was bathed in the moonlight. The 
ranch is ninety miles along the ocean 
front. About 2:30 o’clock in the morn- 
ing the home of Mr. Hearst was seen 
in the distance, a tremendous affair. 
After servants had taken him to his 
room a butler said: 

“Mr. Hearst has retired. Breakfast will 
be served at such and such a room until 
noon. It will not be necessary to rush 
to get up.” About eleven o'clock the 
next morning Guck arrived at the din- 
ing room where he found forty guests, 
including such celebrities as Charlie 
Chaplin and some prominent Europeans, 
including the head of the French branch 
of the Rothschild family. Mr. Hearst is 
the ideal host who permits his guests 
to do as they please. If you like riding 
there are thirty horses from which to 
chose. If the guests want to fish or 
hunt there are costumes and accessories 
provided. At eight o’clock all gather at 
dinner, with Mr. Hearst at the head of 
the table. 

“Mr. Hearst’s guests come from all 
parts of the world,” said Mr. Guck. “Roy- 
alties and statesmen, great figures in 
European finance and industry, drama, 
music, movies and the arts frequently 
visit the ranch. President and Mrs. Coo- 
lidge spent ten days there.” 

Mr. Guck is an enthusiastic admirer 
of Mr. Hearst and thinks he has done 
much in elevating the standard of news- 
papers and newspaper people. “He has 
not only brought to his readers articles 
by many of the greatest figures who are 
influencing the thought or the govern- 
ments of the world, but has been a re- 
markable developer of American news- 
paper talent,” he said. “In addition to 
his amazing executive ability and genius 
for organization, Mr. Hearst is a great 
editorial writer himself, his pen being 
trenchant, powerful and convincing. In 
my opinion all newspaper men are un- 
der obligation to him for what he has 
done in increasing the prestige of writ- 
ers.” 

* * * 


Stopping Runs on a Chicago Bank 


The most interesting thing that Mr. 
R., the Chicago banker, told me was 
that the principal worry of neighborhood 
bankers is the fake rumor factory which 
results in a run on the bank because 
when a neighborhood becomes panicky 
in this regard the excitement communi- 
cates with lightning speed and there jis 
no telling what the havoc: will be. It 
is for this reason that you so often see 
a cop from the bank standing at the 
front door, either peering out or stand- 
ing just outside. The banker threw this 
illuminating light on the subject: 

“Yesterday there was an automobile 
accident directly across the street from 
the bank. In no time a crowd collected 
but almost as speedily the crowd evap- 
orated. One of the first to see the ac- 
cident was our own private policeman. 
He ran out and got a regular city police- 
man after passing the word to another 
man to find the policeman on another 
corner. Then the uniformed men shoved 
the crowd away, telling them that :they 


(Continued on Page 34) 
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Many Confused By 
Garage Liability Case 


POLICY WAS NOT INVOLVED 





Judge Said Car Owner Was to Get Cost 
of Repairs in Absence of Contract 
Limiting Liability 





Many automobile underwriters have 
been laboring these last two weeks un- 
der a misapprehension as to their poten- 
tial liability on individual policies as the 
result of a New York Supreme Court 
decision known as Henderson against 


the Park Central Motors Service, Inc. 
This court opinion does not state that a 
car owner may place his own personal 
evaluation on a loss as against the print- 
ed provisions of an insurance contract 
but merely states that a person who has 
suffered a loss may claim an amount 
sufficient to repair the damage done 
when there is no existing contract ex- 
pressing a limitation of liability, as ex- 
ists under an insurance policy. 

This particular legal case has involved 
the question of a garage owner’s liability 
and not the matter of an insurance com- 
pany’s liability under a fire, theft or col- 
lision policy. Although the plaintiff (the 
car owner, Henderson) carried a theft 
and collision cover with the Northern 
of New York and the garage owner had 
insured his legal liability with the Royal 
of London, there was no question of an 
interpretation of an insurance contract 
in the suit but a problem of arriving at 
the proper amount of the garage owner’s 
liability to pay as a consequence of his 
negligence. 

Judge Crater in his opinion said this: 

Judges’ Opinion 

“The measure of plaintiff’s damage for 
the destruction of his automobile cannot 
therefore be its market value as a used 
or second-hand car, since its market val- 
ue as a second-hand car would not at 
all represent the value of its use to the 
plaintiff (McAnarney v. Newark Fire, 
247 N. Y., 176-a, p. 185). The cost of 
the car when new and perfect is some 
evidence of value (Hawer v. Bell, 141 N. 
Y., 140.143). 

“Its value at the time of destruction, 
of course, must take into account the 
fact that the machine was no longer 
what is known as a new car, after its 
purchase and use on July 2, 1927, and 
the fact that it could not be deemed a 
perfect machine after the collision of 
July 14, 1927, regardless of the testimony 
that the repairs thereon left its originai 
value unimpaired. Furthermore, the 5, 
mile registration and the frequent repairs 
made thereon prior to November 27, 
1927, indicate a considerable use. 

“Applying the rule of damage that the 
plaintiff is entitled to the reasonable val- 
ue of the repairs made necessary by the 
injury to the evidence appearing in this 
case, it would appear that the reasonable 
cost of repairing plaintiff's car to a con- 
dition similar to that obtaining prior 
to the casualty would have been $6,000. 
That evidence is convincing and is ac- 
cepted by the court as the correct cost 
of repairs. Viewed, however, from the 
standpoint of differentiation in value be- 
fore and after the injury, the deprecia- 
tion, which I find to have occurred 
amounting to $1,000, less the value of the 
wreck, concededly an equal amount, 
would indicate plaintiff’s damage at sub- 
stantially the same figure of $6,000. Judg- 
ment for the plaintiff is ordered in the 
sum of $6,000, with interest thereon from 
November 28, 1927, together with the 
costs and disbursements of this action.” 

The facts behind this litigation are 
briefly these. Henderson owned a Pack- 
ard sport roadster with a special Rolls- 
ton body which cost him $7,824. He 


Commissioners Shape 
Up Convention Plans 


NEW ENGLAND TOUR PROGRAM 





Connecticut Insurance Dep’t. Will Cele- 
brate Its 65th Anniversary Dur- 
ing Hartford Meeting 





Registrations for the National Con- 
vention of Insurance Commissioners al- 
ready received by the committee in 
charge indicates that there will be a 
large attendance at the business ses- 
sions and that many will take advantage 
of a tour arranged throughout New 
England. Although invitations were 
only sent out less than two weeks ago, 
a large portion of those addressed have 
been heard from since that time. It is 
expected that final arrangements based 
on registrations will be made during the 
week of August 25, because of the neces- 
sary details which then must be com- 
pleted for hotel and bus reservations, at- 
tendance at banquets and publication of 
programs. 

The delegates to the convention in re- 
turning to their homes will carry back 
with them numerous mementos of the 


convention and the trip through New 
England, as a number of New England 
manufacturing concerns have expressed 
their desire to present souvenirs to the 








purchased it on July 2, 1927, and on 
November 21 of the same year stored the 
car with the Park Central garage at a 
cost of $45 a month for full service. 
Less than a week later the car was stol- 
en from the garage about one o’clock 
in the morning while the floor manager 
and the night clerk, the only persons 
around, were off the floor. The garage 
doors were also open. Shortly there- 
after the car was wrecked in collision 
with an elevator pillar as the thieves 
were seeking to escape from a motor- 
cycle officer. 

The Northern of New York paid Hen- 
derson $4,700 for damage to the car un- 
der a theft policy and subsequently sold 
the wreck to a used car dealer for $1,000. 

“Expert experience,” said the court, 
“by the defendant is persuasive of the 
fact that the plaintiff’s car before the 
wreck would have brought no more than 
$3,500 through sale to a used car dealer. 
Plaintiff offers no evidence to the con- 
trary. Instead, he relies upon the rule 
which permits a chattel acquired for 
personal use to be appraised at its real 
value to the owner. In my opinion this 
rule is applicable, for the price plain- 
tiff would have received for a sale on 
the market would not have represented 
his actual money loss.” 
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commissioners. While some of these 
will be personally presented either in 
Hartford or during the tour of New 
England, it is probable that most of 
them will be mailed out. 

On the first day of the New England 
tour, which is to end at Bretton Woods, 
N. H., on Wednesday night, September 
10, a stop will probably be made in Mont- 
pelier, Vt. for dinner at the National 
Life as guests of that company and Fred 
A. Howland, president and chairman of 
the executive committee. 

Details of the program during the stop 
at Swampscott, Mass., on Friday, Sep- 
tember 12, are in charge of a committee 
of Boston insurance interests headed by 
Edward C. Stone, United .States mana- 
ger of the Employers’ Liability. The 
arrangements for the stop-over at Prov- 
idence, R. I., the following day, are in 
charge of a committee in Providence 
headed by United States Senator Felix 
R. Hebert of Rhode Island. A luncheon 
is to be held Saturday at the Squantum 
Club in Providence, at which time the 
final business session of the convention 
will take place. 

Work Of Important Committees 

A considerable part of the business 
sessions of the convention to be held in 
Hartford will be transacted by the com- 
mittees appointed at the last convention 
which was held in Toronto last Septem- 
ber. The committee on uniform law and 
investments includes Dan C. Boney, 
North Carolina, chairman; Frank H. 
Smith, commissioner of banking and in- 
surance in New Jersey, and Theodore 
Thulemeyer, insurance commissioner in 
Wyoming. The committee on the merit 
rating plan of insuring automobiles in- 
cludes C. S. Younger, superintendent of 
insurance, Ohio, chairman; Albert S. 
Caldwell, Tennessee; Clarence C. Wy- 
song, Indiana; John E. Sullivan, New 











J. A. KELSEY, General Agent 


ASSETS 








OTHER LIABILITIES 
NET SURPLUS 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, 4Ass’t General Agent 


Ce ee 














U. S.—Statement December 31, 1929 


$12,994,064.64 
2,418,023.59 
820,712.59 
9,755,328.46 

















Hampshire, and Garfield W. Brown, 
Minnesota. The committee to investi- 
gate commission costs of insurance in- 
cludes Charles D. Livingston, Michigan, 
chairman; Milton A. Freedy, Wisconsin; 
Ray Yenter, Iowa; and George P. Por- 
ter, Montana. 

During the meeting of the commis- 
sioners it is planned to hold a short cele- 
bration in the offices of the Connecticut 
Insurance Department observing the 
sixty-fifth anniversary of the depart- 
ment. Arrangements also have been 
made, in addition to the banquet for 
men on Monday evening and the dinner 
for ladies the same evening at Farming- 
ton Country Club, for a banquet that 
evening for approximately forty em- 
ployes of the Connecticut Department. 

All the delegates and guests of the 
convention are to receive on their arrival 
in Hartford official badges making their 
identity easily known to all persons in 
attendance. Provision also is to be made 
for the care of newspaper representa- 
tives by setting up a press room in the 
Hotel Bond where the business sessions 
are to be conducted. It is expected that 
the program for the convention and sev- 
eral banquets, including that of the Sixth 
Annual Connecticut Insurance Day Con- 
ference, will be completed shortly and 
that the itinerary of the tour of New 
England will be announced within a 
short time. 





CAPT. F. A. DANIELL DIES 


Capt. Ferrers A. Daniell, former fire 
manager of the Royal Exchange, died 
suddenly recently at Bournemouth, Eng- 
land. He was about sixty-five years of 
age. Mr. Daniell retired in 1922 and was 
succeeded by Robert Connew who has 
since become general manager of the 
company. Capt. Daniell made several 
trips to the United States while he was 
active. 





FIRE COVER ON APPLE TREES 


Due to the fire menace which the pro- 
tracted drought has brought about in 
the Shenandoah Valley section of Vir- 
ginia, several large apple growers in 
that section have insured their orchards 
against fire. The policies were written 
for a period of three months through 
the Winchester agency of Hansbrough 
& Carter. 





USES LARGE ELECTRIC ADV’T 


The Liberty Fire of Louisville, Ky. 
has completed and turned on a large 
illuminated sign. The sign measures 


twenty-three feet wide and fifteen feet 
high. 
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Insurance Advertising for the Local Agent 


Raymond C. Dreher, Advertising Manager of the Boston and Old 
Colony Companies, Publishes New Book to Help Producers; Takes 
Up Newspaper, Direct-By-Mail and Other Forms of Local 
Advertising; Gives Helpful Suggestions. 


One of the most interesting books to 
be received recently in the office of this 
newspaper is that on “Insurance Adver- 
tising” by Raymond C. Dreher, advertis- 
ing manager of the Boston and Old Col- 
ony companies of Boston. This volume 
which has just come off the press deals 
with the specific problems of advertis- 
ing which confront every local agent. 
The book contains close to 170 pages 
and is being furnished free of charge 
to all agents of these two companies. 
This is a fine offer to the production 
force and one which should be taken 
advantage of quickly. Mr. Dreher is one 
of the leading advertising men in the 
business and his present contribution 
will be of lasting value. 

This book deals in full with the sub- 
ject of advertising for the local agent 
and it answers all the questions that 
would ordinarily come up in advertising. 
Every form of advertising that is bene- 
ficial to the agent is discussed. The 
reader is told in great detail about news- 
paper, direct-by-mail and eye-arresting 
advertising. The fine points that are 
apt to snag any agent’s plans are smooth- 
ed out and laid open in a clear and 
easy-to-comprehend manner. 

The whole thing is vividly and graph- 
ically written in terms intelligible even 
to those who know nothing about ad- 
vertising. It contains the newest view- 
points and the latest solutions to ad- 
vertising problems. All angles of the 
subject have been fully and minutely 
covered with up-to-date comments and 
suggestions. Real examples are cited 
to illustrate points. 

Effective Newspaper Advertising 


Although he thinks that direct-by-mail 
advertising is the most effective form 
for local agents, Mr. Dreher opens his 
book with a discussion of newspaper ad- 
vertising. He says that the small news- 
paper ad is usually better and that it 
is preferable to use small space regu- 
larly than large space spasmodically. 
Commenting upon some things agents 
should know in connection: with this 
form of publicity, Mr. Dreher says: 

“As stated, it is possible to have a 
three- to four-inch single-column adver- 
tisement as conspicuous as a quarter- 
page. This can be done by using plenty 
of white space, a clever headline and 
Strong,. direct text. You’ve often been 
arrested by such advertisements. You 
feel that a real salesman wrote them. 
As you read the advertisements you are 
impressed by the earnestness and logic 
of the writer, You feel, and rightly so, 
that all the copy writer had on his mind 
was selling. You feel that he is sold on 
the fact that what he is offering is good, 
and he tells you why in words that 
schoolboys could understand. The ad- 
vertisement is sincere, and that sincer- 
ity is communicated to the reader. It 


inspires confidence, and, as everybody 
knows, confidence is the cornerstone of 
business. Such advertising sells even 
though it occupies small space. 

“Do not overlook the importance of 
the position of your advertisement. If 
you are featuring the dependability of 
your agency put your advertisement on 
the financial page. It has a better chance 
of being read by the big business man 
who has a large volume of insurance to 
give out. If, however, you are featur- 
ing ‘newsy’ copy see that your ad- 
vertisement is placed on a page with 
reading matter. It is said that the second 





R. C. DREHER 


and third pages of a newspaper, when 
they are devoted to live news, receive 
15 to 20% more attention than other 
pages. 

“Another thing: Try to have your ad- 
vertisement placed on the right-hand 
side of the page. This is considered 
somewhat better than the left-hand_side. 
The reason is simple: We read from left 
to right, and naturally an advertisement 
on the right-hand side has a better 
chance of being read. There is a dif- 
ference even in the attention value of 
the upper and lower half of the page. 
A recent survey showed that the upper 
half of a newspaper page has an at- 
tention value approximately 25% greater 
than the lower half, if the pages con- 
tain more than two or three advertise- 
ments. 

“The days on which to run your ad- 
vertisements must be given serious con- 
sideration. If you want to feature au- 
tomobile or burglary insurance, Monday 
is probably the best day. You see, the 
many automobile accidents and burglaries 
that happen over the week-end are 


“ 


played up in the Monday papers and this 
gives added strength to your advertise- 
ment. Tuesday, Wednesday and Thurs- 
day are good, but Friday and Saturday 
—due to the number of people who plan 
some form of entertainment for those 
nights and so have little time to give 
to reading the papers—are not so pro- 
ductive.” 

In a chapter on the importance of lay- 
outs in newspaper advertising Mr. Dre- 
her gives the agent an elementary 
course in ad designing and types. He 
prefers the various Caslon type faces, 
although he also recommends Bodoni for 
display work. 

Direct-by-Mail Advertising 

One of the most important facts about 
direct-by-mail advertising, according to 
Mr. Dreher, is that the postman is al- 
ways welcome. He finds mail ads are 
preferable to newspaper advertising be- 
cause the agent can pick his own cir- 
culation, the ads can be sent out at 
any time without waiting for publication 
dates, the agent is not limited as to type 
colors, make-up and the like, and there 
is no competition with other advertise- 
ments or news material such as there 
is with material appearing in the daily 
or weekly press. 

“If you wish to start a campaign on 
some particular line of insurance, and 
want to get the jump on competition, 
don’t use newspaper advertising—use di- 
rect-mail,” writes Mr. Dreher. “Your 
newspaper advertisements are read by 
your competitors, just as you read theirs, 
and they know what line or service you 
are featuring. A direct-by-mail cam- 
paign leaves them in the dark. Your 
list may contain ten names or five hun- 
dred and no one but yourself is the 
wiser.” 

After several chapters on the construc- 
tion of effective sales letters, Mr. Dre- 
her considers the question of a mailing 
list, for without desirable readers good 
letters won’t bring in much business to 
an agent. Here are extracts from the 
chapter on “Preparing the Mailing List”: 

Preparing the Mailing List 

“The mailing list is the basis of any 
direct-by-mail advertising. On it de- 
pends the success or failure of your 
campaign, It should be a complete list 
of all your prospects—every one who 
may possibly buy insurance from your 
agency. 

“You won't find it much of a job to 
build up your list soundly. For a starter 
you will find your own list of policy- 
holders to be your most profitable source. 
They are mighty good prospects for oth- 
er lines of insurance. Don’t neglect to 
circularize them frequently. If you do, 
you will find some day that some other 
insurance man has sold a policy that 
you should have issued. 

“Next in importance to your policy- 


holders are the names of those you can 
secure from the directories: city direc- 
tories, telephone books and social reg- 
isters. Of the three you will find the 
telephone book the best. The reason 
for this is that it has a classified busi- 
ness section and is published more fre- 
quently than the other two. 

“Government records are another 
source of supply for your mailing list. 
These records include city and county 
tax lists, building permits, marriage rec- 
ords and the lists of registered car own- 
ers. This latter list, which can be ob- 
tained from the State Registry of Motor 
Vehicles, is particularly valuable in that 
it gives the year and make of car and 
enables you to personalize your automo- 
bile insurance mailings. Membership 
lists of business, luncheon, automobile, 
athletic, advertising, fraternal, social and 
country clubs, which you can obtain from 
the secretaries, will help swell your mail- 
ing list. 

“Your local newspaper will also sup- 
ply you with some choice and real live 
names for your list. Press clippings tell 
of fires, automobile accidents, births, 
marriages, new businesses being started, 
old business being sold, transfers of real 
estate, etc. It does not take much imag- 
ination to see that these items should 
furnish some highly interesting and pro- 
ductive names for your mailing and so- 
liciting list. 

“When listing business concerns be 
sure to include, in addition to the com- 
pany name and address, the full name 
and title of the man whose attention 
you want to get. This prevents your 
mailings from going to the wrong de- 
partment and perhaps being lost. 


Have Names Spelled Correctly 


“Another thing: when listing the names 
be sure that they are spelled correctly. 
Can you imagine how you would feel 
if your name were J. M. Smyth and 
you received mail addressed to J. N. 
Smith? You’d feel that the one who 
wrote the letter didn’t value your busi- 
ness very highly. Names incorrectly 
spelled and the omission of titles may 
seem like small matters, but the chances 
are that the ones incorrectly addressed 
will resent it. 

“You cannot buy good mailing lists 
ready made, neither can one be made 
over-night. It must be built slowly and 
carefully; otherwise it will contain dead 
and unproductive names which mean 
waste. According to a statement from 
the executive division of the United 
States post office in Brooklyn, N. Y., 
more than $1,000,000 is wasted through 
the use of old and inaccurate mailing 
lists. 

“The records of the Post Office De- 
partment show that in the year 1927 
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Newark Fire Losses 
Show Slight Increase 


FIRST SIX MONTHS OF 1930 
$47,000 More Than in 1929; Over $600,- 
000 Less Than For Same Period 
of 1926 


Fire losses for the city of Newark -for 
the first six months of 1930 in compari- 
son with the past three years were some- 
what higher but considerably lower than 
those of 1926 when the total fire loss- 
es for the first six months amounted to 
over $1,000,000. 

The figures as given out by the Un- 
derwriters’ Protective Association for 
1930 show losses for the first half of 
the year totaling $715,643. The worst 
month of the year was March, when 
losses totaled $198,169. The next month 
in high losses was January, with $175,- 
014. February’s losses totaled $100,055, 
while April losses amounted to $100,421; 
May, $87,401, and June, $63,583. 

In comparison with other years’ fig- 
ures the first half of 1929 showed losses 
as follows: January, $17,101; February, 
$125,883; March, $99,343; April, $102,298 ; 
May, $101,756; June, $67,997, showing the 
losses of 1930 were $47,267 higher than 
for 1929, 

While the losses for the first half of 
1930 are slightly higher than for the 
same period of 1929, local fire underwrit- 
ers look for a decrease for the latter half 
of the year due to the fact that manu- 
facturers of all kinds will not have on 

hand as large a stock as in the past and 
at the beginning of September when bus- 
iness may take a spurt the manufactur- 
ing of goods will not be on such a large 
scale. 

In many instances insureds have re- 
duced their fire coverage on account of 
reduction in stock on hand, which even 
in the event of a fire loss would result 
in a lower loss to the insurance compa- 


nies. Hotel fires have proved disastrous 
to many insurance companies in New 
Jersey for the first half of the year, no 
less than twenty such buildings having 
been either wholly or partially destroyed. 





DIVIDEND STATEMENT 


Fire Association of Philadelphia Declares 
a Quarterly Dividend of Forty Cents 
Per Share 

President O. E. Lane of the Fire As- 
sociation of Philadelphia sent out a let- 
ter to stockholders this week saying that 
the company’s board at a recent meeting 
declared a quarterly dividend of . forty 
cents per share payable on October 1, 
1930, to stockholders of record Septem- 
ber 15, 1930, which is at the rate of $1.60 
per share annually. This, he said, was a 
sum prudently within the estimated in- 
vestment income of the association dur- 
ing the year. 

Another paragraph of Mr. Lane’s let- 
ter follows: 

“It will be the determined purpose of 
the new management to bring expenses 
within reasonable control as they may 
be related to the present and future vol- 
ume of business done by the company, 
and to affect administrative economy in 
the management of our affairs.” 





DEATH OF JOHN A. KENNEY 


John H. Kenney, for fifteen years sec- 
retary-manager of the Association of 
Fire Underwriters of Baltimore, died 
Tuesday after a long illness. He went 
to Baltimore from Philadelphia where 
he had been assistant secretary-manager 
of the Philadelphia Fire Underwriters 
Association. He was a founder of the 
Insurance Society of Philadelphia and 
active in educational work in that city. 
He was also a founder of the Baltimore 
Insurance Society and in addition be- 
longed to the Blue Goose, Masons and 
the local Rotary Club.: He was sixty- 
three years of age and is survived by 
two sons and a daughter. 


JAMES W. HOWIE DIES 


Prominent Figure in Agency and Com- 
pany Circles Passes Away in Conn.; 
Was Inactive for Two Years 


James W. Howie, formerly an active 
member of Howie, Jarvis & Wright, Inc., 
well-known agents of New York City, 
died Sunday evening at Norfolk, Conn. 
He had been in New England for sev- 
eral weeks. Mr. Howie, who had re- 


tired from active service in the agency 
about two years ago, was close to 75 
years of age. Funeral services were 
held Wednesday morning at the Col- 
legiate Church of St. Nicholas and were 
attended by many of his former asso- 
ciates and friends in insurance here. 

Mr. Howie first gained prominence in 
fire insurance as general adjuster in the 
Philadelphia office of the Royal under 
the late R. Emory Warfield. In 1906 
when Mr. Warfield became president of 
the Hanover Fire in New York Mr. 
Howie came with him. Part of the time 
with the Hanover he was in charge of 
the Pacific Coast department at the home 
office. In 1915 when the company gave 
up its own local department and entered 
an agency Mr. Howie and Elmer E. Cain, 
who had been in charge of the local 
department, formed the local agency of 
Howie & Cain, Inc., and took the Han- 
over as their leading company. Several 
years later the firm was changed to its 
present name. 





EXCHANGE ON SPECIAL COVERS 

The New York Fire Insurance Ex- 
change has sent to- members a query 
asking for data as to risks written under 
reporting forms and general cover con- 
tracts which are at other than published 
rates and rules of the exchange. The 
members are asked to give a list of 
such writings in force on August 1, either 
policies or binders, and including both 
direct lines and reinsurances. Such 
policies at other than published rates are 
in violation of the rules of the exchange. 


C. A. PHILBRICK WITH ST. PAUL 


General Agent of the Company in New 
England Territory Succeeding W. T. 
Jordan; Long in Field __ 
Charles A. Philbrick, for the last ten 
years associated with OBrion, Russell & 
Co. of Boston in field work for the St. 
Paul F. & M., for which the firm is 
New England managers, has been ad- 
vanced to general agent of the company 
in that territory succeeding William T. 


- Jordan, resigned. The new arrangement 


became effective as of August 1, Mr. 
Jordan has not as yet announced his 
plans for the future. 

Mr. Philbrick has long been recognized 
as one of the best equipped and most 
capable of fire insurance men in New 
England, having had a broad experience. 
He entered the insurance business in 
1908 with the old New England depart- 
ment of the Pennsylvania Fire, of which 
E. C. Brush was manager at the time. 
He remained with the department until 
1918, when he entered the service and 
at the close of the war returned to the 
Pennsylvania, where ‘he did considerable 
work in the field. Leaving the Pennsyl- 
vania about 1919, he was connected for 
a time with the Holyoke Mutual Fire 
and later with the Capitol Fire, doing 
field work for both companies. 

In 1920 Mr. Philbrick became associat- 
ed with OBrion, Russell & Co., where 
he has been engaged in field work ever 
since. He has an extended acquaintance 
throughout New England, where he is 
highly respected am well liked by all 
who know him. 





CORRECTION 


It was stated erroneously in these col- 
umns two weeks ago that the Skandina- 
vien Fire & Accident, which has been li- 
censed in France, was one of the Ros- 
sia International companies. Control of 
the Skandinavien is owned instead by 
the Globe Underwriters Exchange, Inc., 
of New York. 
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More Data on Covers 
Of Va. State Property 


- OFFICE HOLDERS PLACE RISKS 





Proposed that Richmond Appropriation 
to Fire Sinking Fund Be Increased 
to $25,000 Annually 





Of more than passing interest in Vir- 
ginia insurance circles is the report that 
Walker C. Cottrell, chairman of the state 
prison board, who served on the Chan- 
dler fire rate investigating commission 
several years ago, has placed a large 
amount of insurance on state property 
in recent months through the Richmond 
agency of his brother, R. Stuart Cottrell, 
with whom he became associated within 
the past year. In addition to $200,000 
on state highway department buildings, 
the firm is now said to be carrying $400,- 
000 on Capitol Square buildings and $35,- 
000 on state penitentiary property. Mr. 
Cottrell was engaged in the coal busi- 
ness for a number of years in Richmond 
before entering the insurance business 
with his brother. He has long been 
active in state politics. 

Another interesting report is that Col- 
onel John R. Saunders, attorney general 
of Virginia and director of state prohibi- 
tion enforcement, who owns a local agen- 
cy at Saluda, has a line of $30,000 on the 
Capitol block of buildings. 

Prior to these contentions, it came to 
light that five Richmond city council- 
men had written property. Although the 
city attorney has ruled that this was 
apparently a violation of no law, he 
urged that the practice be stopped. As 
a consequence, it was announced that 
no more city insurance will be parceled 

* out to members of council. 

It is now proposed that the city’s an- 
nual appropriation to its fire insurance 
sinking fund be increased from $2,500, 
to $25,000 to hasten the time when it 
will be prepared to carry its own insur- 
ance. Already the fund totals upward 
of $140,000, and it is estimated that if 
the annual appropriation be increased 
to $25,000 there will be a sufficient fund 
on hand in four years for the city to 
become a self-insurer. 





BANK CLEARINGS DECLINE 


Bank clearings in July showed more 
marked recessions from a year ago than 
in recently preceding months, the de- 
creases, in fact, shaping up about as 
large as they were in the first two 
months of 1930, according to Bradstreet’s. 
This was in keeping with the very gen- 
eral ebbing of activity from recently pre- 
ceding periods in trade and industry, 
due to ordinary summer dullness being 
accentuated by the decline in industrial 
activity, the lessened trade proceeding 
from vacation conditions, intense heat, 
reduced stock speculation, etc. The to- 


tal clearings at 125 cities for July, as ° 


reported to Bradstreet’s were $46,460,- 
765,000, which marked a decrease of 
224% from July a year ago, this com- 
paring with a decrease of only 6.1% in 
Tune and finding closest resemblances 
in the decreases of 22.2 and 224%, re- 
spectively, in January and February from 
like months a year ago. The decrease 
from June at all cities was 5.4%, but 
compared with July, 1928, the gain was 
2.3%. 





CALLS FOR BACK FIRE TAXES 

The Department of Inspection and Su- 
pervision of Public Offices of Indiana 
has notified fire insurance companies 
writing automobile covers there that 
they should pay the fire marshal tax on 
their automobile fire premiums for the 
years 1926-1929 inclusive at the rate of 
one-half of 1%. This branch of the In- 
diana state administration has discov- 
ered from the Insurance Department 
records that the companies have not paid 
the taxes on the auto fire premiums for 
the years mentioned. 
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HOUSTON SHORT OF WATER 

Threatened with a big boost in its 
fire insurance key rate because of low 
water pressure, Houston, Texas, officials 
are again in the throes of planning for 
more wells and an increase in the daily 
water supply. For the past three sum- 
mers the city has suffered a shortage of 
water during hot weather. In cold 
weather there is an oversupply with 
many wells being shut down. Many of 
the city’s wells need cleaning out to in- 
crease their supply, engineers point out. 





HARTFORD AGENT MOVES 


John Lee Brooks, president of the 
Hartford Advertising Club, who is in 
the insurance business and owner of the 
Cleaveland Legal Bank Office, moved last 
Monday to a new location at No. 197 
Asylum street. Mr. Books in addition 
to continuing his insurance and legal 
bank business will take charge of the 
Hartford office of Wilson H. Lee Co., 
a Connecticut mail advertising concern. 


Dreher On Advertising 


(Continued from page 17) 
12,688,567 letters containing circulars and 
advertising matter, all mailed as first 
class, were disposed of as waste by the 
dead letter service. Figured at five cents 
each to cover the cost of material, print- 
ing, labor and postage, the total amounts 
to $634,428.35—all waste. This figure, we 
think, is unduly modest, Advertising 
matter furnished over 50% of all dead 
letters handled during the year. 

“This has some bearing upon the poor 
results that some insurance men have 
had in using direct-by-mail. Hundreds 
of thousands of dollars can be saved 
annually to advertisers by their care- 
fully checking and revising their mail- 


ing lists and by the use of return ad-’ 


dresses on the corners of their envelopes. 

“You ,no longer have to trust to luck 
that your mailing list is correct. Your 
local post office will check and correct 
it at a minimum charge of but sixty- 
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five cents an hour for each clerk neces- 
sary to-do the work. This is the ‘extra 


_rate paid by the government itself to 


the clerks so engaged, their salary going 
on just the same. A large part. of the 
cost of such checking is paid by the 
Post Office Department, but it is willing 
to do this to save itself the cost of han- 
dling incorrectly addressed mail. 

“Tf you intend to have your list 
checked—and by all means do it, for you 
will find that it pays—it is a good plan 
to notify your postmaster some time 
ahead, so that he can make the_neces- 
sary arrangements.” 

How to Make Up an Ad Budget 

Under the general head of eye-arrest- 
ing advertising Mr. Dreher gives. consid- 
eration to outdoor advertising, street car 
and bus advertising, window displays and 
exhibition booths. At the close of this 
interesting volume the author goes into 
the importance of a plan in advertising 
and in this connection has these valuable 
pointers to give the local producer: 

“The amount of money a local agent 
should spend on advertising depends on 
the job the advertising is to do. If after 
you have carefully planned your year’s 
advertising by medium, for the entire 
year, estimate the cost. You can easily 
arrive at the cost of your direct-by-mail 
by multiplying the cost of each letter 
by the number of prospects and that 
sum by twelve—one mailing for each 
month in the year. Your big item here 
is stamps. Your local paper will be glad 
to quote you a yearly rate for your news- 
paper advertising. You can also get an 
estimate for outdoor advertising from 
your local sign painter.. Your window 
display advertising will not be expensive. 
In fact, some of the most effective win- 
dows are inexpensive. All you will have 
to buy is crepe paper and the display 
signs. You'll have no trouble in bor- 
rowing such items as trunks, and bags 
for your Floater window, automobile ac- 
cessories for your automobile window, 
etc., if you will put a small card in the 
window acknowledging the fact. 

The following is the way to break up 
each dollar you spend for advertising: 

Direct-by-mail 


ee 


Newspaper advertising ......... .20 
Outdoor advertising ........... 19 
Window displavs ..... “bpeaiteu 06 
Miscellaneous (booths at fairs, ; 
occasional large ads to be pub- 
lished after destructive wind- 
stobm,- ite, te) © ii cei. sda dss 
TOME avec onlon wore eee $1.00 


If, after you have mapped out your 
advertising campaign, the total is more 
than you can afford to spend you can 
cut down in the number of insertions in 
the newspaper and the number of your 
direct-by-mail pieces and be satisfied 
with less returns. But the better plan is 
to find a way to go ahead with your 
campaign, relying on your advertising to 
produce the results that will make the 
expenditure a worth-while investment. 

‘Don’t let the small amount of money 
you have at your disposal stop you from 
doing some good advertising. It’s not 
the amount of money but the way you 
spend it that counts. Not every one of 
the large advertisers of today started 
out with immense appropriations. On the 
contrary the ‘initial amount spent by 
many was woefully small. For example: 

Hupp Motor Corporation. ...$100.65 

L. E. Waterman Company.... 

Willian WW etetey 55 sos hn aebes 32.00 

The Charles E. Hires Co..... 

“The advertisers may have started 
small but they did not keep their ap- 
propriation small for long. They kept 
everlastingly at their advertising to make 
it efficient. ‘They followed up their ad- 
vertising. When more money was avail- 
able for advertising they did not hesi- 
tate to spend it.” 





The National Liberty. of New York, 
one of the Home fleet, has been licensed 
in Canada to write fire, explosion, sprink- 
ler leakage, tornado and automobile in- 
surance. F. W. Evans of Montreal has 


been appointed the company’s Canadian 
chief agent. 
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$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 
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play NEAL BASSETT, Chairman of Board H 
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50 CAPITAL FIRE INSURANCE CO. 
15 $ 652,382 $ 13,200 $ 300,000 $ 339,182  $ 639,182 , 
4 CHAS. H. YUNKER, Pres ee ee ee JOHN KAY, Vice-President 

Av H. HASSINGER, ‘Vine-President WELLS T. BASSETT, Vice-President CHIBALD KEMP, 2d Vice-Pres’t 
09 MILWAUKEE MECHANICS’ INSURANCE Co. 
= $13,045,126 $ 7,886,590  $ 2,000,000 $ 3,158,536 $ 5,158,536 
ee NEAL BASSETT, Chairman of Board 
Ee ee Tee Eat ee ata mT: Mee TNE STANT Meo eties Aces 
vied METROPOLITAN CASUALTY INSURANCE CO. 
bn is $14,945,383 $10,320,195 $1,500,000 $ 3,125,187  $ 4,625,187 
Pike <i: iat ecianaitiia iad NEAL BASSETT, Chairman of Board Ctieieeiaiiie aenteenittinn 
-_ E. C. FEIGENSEAN Vices “Presldent WELLS T. BASSETT, Vice-President 
from COMMERCIAL CASUALTY INSURANCE CO. 
ae $14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 
-~ TOTAL OF ASSETS : TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
al $131,779,040° $58,562,251 $49,400,938 
an WESTERN DEPARTMENT EASTERN DEPARTMENT —_PACIFIC DEPARTMENT 
* HA. CLARK, Manager Newark, New Jersey "iia 
a. Ass’t Managers CANADIAN DEPARTMENT _ W. W. & E. G. POTTER, Managers 
- ad H. R. M. SMITH 461-467 Bay St., Toronto, Canada ; Ass’t Managers 
” é JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 

* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 
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Further Details Of 
Dallas Convention 


GENERAL PROGRAM OUTLINED 





Elaborate Arrangements for Reception 
of Delegates; Group Meetings for 
Premium Producers 





A tentative work sheet for the conven- 
tion schedule arranged by R. W. Thomp- 
son, general chairman of the Dallas com- 
mittee, indicates that the annual meet- 
ing of the National Association of In- 
surance Agents, to be held in Dallas 
October 7, 8, 9 and 10, will proceed with- 
out a hitch. The arrangements are sub- 
ject to last minute changes but for the 
most part have been completed along the 
schedule outlined. 

Beginning at 7:30 A. M. on Sunday 
the automobile committee will swing into 
action and begin to meet the trains as 
they arrive. Dallas Smith is chairman 
of this committee. Automobiles will be 
decorated with stickers, blue ones for the 
guest cars and red for the visitors’ cars, 
and parking space in the hotel parking 
station will be reserved for guest cars 
while on duty. 

At the same early hour on Sunday 
morning Ray MacDowell, chairman, and 
his reception committee, and W. R. EIl- 
lis, chairman, and his hotel committee 
will begin work at the Adolphus and 
Baker Hotels, receiving guests and as- 
sisting them in making their room as- 
signments. Mr. MacDowell urges that 
all delegates wear the badges which the 
automobile committee will present to 
them for identification purposes. These 
three committees will follow the same 
schedule throughout the convention, 
starting out each morning at 7:30. 

Executive Committee Meetings 

An all-day meeting, beg:nning at ten 
o'clock, is scheduled for the executive 
committee with buffet luncheon in room 
629 of the Adolphus Hotel . The infor- 
mation desk will be open on Sunday 
and golf and other entertainment ar- 
ranged. In the evening the Dallas com- 
mittee will entertain the national execu- 
tive committee at dinner at the Dallas 
Country Club. 

The guests who arrive Monday morn- 
ing will be greeted by convention ban- 
ners at the Union station and at both 
hotels, and special traffic officers will be 
established at both Adolphus and Baker 
Hotels in order to speed up the ar- 
rival of guests. Walter N. Hill, chair- 
man of the transportation committee, will 
establish offices at both hotels, beginning 
at eight o’clock on Monday morning. 
The committee will furnish full infor- 
mation as to train schedules and bag- 
gage, 

At the same hour in the junior ball- 
room of the Adolphus Hotel Evans Keel- 
ing, chairman of the registration com- 
mittee, will open up registration head- 
quarters for the convention. At the same 
time members of the ladies’ committees 
will be on hand at both hotels to re- 
ceive the women guests. 

The national executive committee will 
meet all day Monday and a buffet lunch- 
eon will be served them. In the evening 
a theater party is scheduled for the wives 
of the committeemen and the executive 
committee will re-convene for the even- 
ing session. 

On Tuesday at ten o'clock the regular 
meeting of the executive committee with 
the state officers will be held in the 
Palm Gardens on the twenty-first floor 
of the Adolphus Hotel. The meeting 
will be continued through luncheon. The 
ladies will be entertained at luncheon 
and a bridge party at the Athletic Club 
building. 

The annual get-together dinner to be 
conducted by Ernest Palmer, manager 
of the Chicago Board of Fire Under- 
writers as toastmaster, will be held at 


6:30 in the junior ball-room of the 
Adolphus. There will be music, enter- 
tainment and dancing and Governor 


Dan Moody will be the featured speaker. 

At eight o’clock on Wednesday morn- 
ing a breakfast for the coalition group, 
to be presided over by Fred B. Ayer, 
Cleveland, is scheduled to be held in the 
south room on the seventeenth floor of 
the Baker Hotel. 

Three Group Meetings For Agents 

The first business session of the con- 
vention will open in the junior ball-room 
of the Adolphus. At 12:15 the entire 
convention will break up into groups 
governed by the amount of premium in- 
come written. The three groups to con- 
tinue their sessions throughout the after- 
noon. Group No. 1, agents with pre- 
mium income up to $100,000, will meet 
on the roof garden, fifteenth floor, 
Adolphus Hotel. The second group, 
comprising agents with premium income 


between $100,000 and $300,000, will meet 
on the twenty-first floor of the Adolphus, 
while the third group, composed of 
agents writing above $300,000, will gath- 
er in the south room, seventeenth floor, 
Baker Hotel. 

At 6:30 in the evening, the past-presi- 
dents’ dinner will be held in the English 
room, mezzanine floor of the Baker Ho- 
tel, and the annual ball will begin at 
8:30 in the Crystal ball-room of the 
Baker. 

For Thursday morning there is sched- 
uled a breakfast conference of local 
board officers in the Palm Gardens, 
twenty-first floor, Adolphus Hotel, at 
eight o’clock, preceding the regular busi- 
ness session, which will be convened at 
9:30. 

For the afternoon a sight-seeing tour 


with barbecue and other entertainment 
is planned. 

The closing business session will be 
held on Friday morning with election of 
officers and adoption of resolutions. 





EXAMINERS INSPECT PLANT 


Close to fifty members of the Examin- 
ing Underwriters’ Association on Tues- 
day of this week made a group inspec- 
tion of the Procter & Gamble Co.’s plant 
at Port Ivory, S. I. About three hours 
were taken in going through this fine 
up-to-date plant. The visitors were di- 
vided up into small groups, each headed 
by an expert from.the plant who an- 
swered questions put to them by the 
examiners. The insurance on this plant 
is carried through the Factory Insur- 
ance Association. 
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The CIRCLE of PROTECTION 


ARMAND JEAN RICHELIEU 
1585-1642 

Cardinal of France and dominating power 

in the government of Louis XIII. 





“Mark, where she stands!” challenged Cardinal Richelieu when the agents 
of Louis XIII attempted to arrest his pretty ward, Julie de Mortemar. 
“Around her form, I draw the awful circle of our solemn church!” 


Terror-stricken by the circle of protection, the King’s men retreated in 


confusion. 


* * * 


Today, the modern circle of protection—insurance covering Fire, Theft, 
Collision, Property Damage, and Public Liability—is provided motorists. 
Agents of the Fireman’s Fund fleet sell automobile policies with implicit 
faith in the backing of one of the nation’s strongest insurance institutions. 


FIREMAN’S FUND 
INSURANCE COMPANY 


.... and affiliated companies: 


HOME FIRE & MARINE INSURANCE COMPANY, OCCIDENTAL INSURANCE COMPANY 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY 


SAN FRANCISCO 


NEW YORK 


Fire — Marine — Automobile 


CHICAGO 


BOSTON ATLANTA 





COPYRIGHT 1930--FIREMAN’S FUND INSURANCE COMPANY 
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THe great railroads have always 
maintained the highest degree of 
safety through skill in organization 
and mechanical design. Operation 
has now reached its safest stage with 
the installation of the automatic 
stop system. 

The automatic application of 
insurance is the ultimate security 
available to efficient management of 
business. Where you find the Royal 
Shield on a fire insurance policy you 
may be certain of “Security First.” 


ROYAL 


INSURANCE COMPANY LTD 


NEW YORK 
William Mackintosh, Manager 


ATLANTA, GA. 
S. Y. Tupper, Manager 


DEPARTMENTAL OFFICES: 
BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL. 
Field & Cowles, Managers H. R. Burke, Manager 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Just as we have canned music, canned 
speeches, canned religion, canned selling 
talk, etc., in this machine age, we also 
have with us now canned opinions on 
everything. These so-called canned 
opinions come to us from the press, 
from the columnists, from the five cent 
magazines, and what not. I will give 
a few examples of “canned opinions” or 
perhaps better called “canned state- 
ments.” 

1. Every bride, be she as homely as a 
bill board defacing a beautiful piece of 
scenery, is described as beautiful in the 
press. 

z High noon: “they were married at 
high’ noon”’—how does high noon differ 
from any other kind of noon ?—accord- 
ing to newspapers. 

3. Every person that drowns got 
cramps, and was a good swimmer. A 
poor swimmer evidently never drowns, 
nor from cramps. 

4. A risk that burns cannot be a good 
risk (after it passes through a “post 
mortem’ 4 3 

5. The company is always wrong in 
the eyes of some agents. 

6. The agents are always wrong ac- 
cording to some companies. 

7. The claimant always says every- 
thing is ruined. 

8 Some adjusters would discover a 
salvage even in hell. 

Mexican Indian Tricks 

9. The untutored child of nature is 
always honest, so is the farmer. In sup- 
port of this (not) witness the fact that 
the untutored Mexican Indian is mighty 
liberal in weighing his crude rubber bales 
with stones and dirt, and has been known 
to substitute bird shot for the seeds in- 
side of a vanilla bean. I know this by 
personal experience as I was in the Mex- 
ican business and one of my jobs was 
to “sound” rubber bales with a hammer 
and extract the stones. The honest 
farmer used to place the worst apples 
at the bottom and good ones only on top, 
formerly at any rate. 

10. The city man is traditionally a 
“city slicker” in the opinion and in 
canned statements of small town news- 
papers of a certain kind. 

11. “Traveling man” is a synonym 
among vaudeville actors and many oth- 
erwise normal people for “roue,” “roist- 
erer” and all around loose-moraled man. 
He serves the purpose to actors for tell- 
ing smutty jokes, for which he does not 
wish to assume the responsibility, so he 
passes the buck to us. There should be 
a law against it. As actors were put in 
the same class formerly, they should 
have sympathy for us, and discard this 
canned opinion of us. 

12. To be on the road is one continual 
holiday in the eyes of some home office 
men, who have never been on the road. 

13. All you have to do to a recalci- 
trant agent is to look him in the eye. 
tell him the company wants thus and 
so, and he will drop his baby on a 
red hot stove, if need be, to comply 
with your demands 

14. Every town has the best fire de- 
partment in the state, if not better; at 
least this is a canned opinion on the 
part of the citizens when their rates are 
high on account of lack of good fire 
departments. 

15. No rate is ever too low. I have 
never heard anyone say that a rate was 
too low. All rates are extortions, in 
the canned opinions of some. 


N. Y. State Natural Resources 

The state of New York has still un- 
exploited natural resources that some day 
will come. into their own, like iron ore, 
garnets (for abrasives), feldspar, and 
others. The Adirondack sections (Port 
Henry, Lyon Mountain, the Saranac 
and River Valley) were at one time the 
scenes of thriving iron industries which 
went westward on account of cheaper 
fuel, transportation, differentials and 
other reasons, but not because of any 
lack of really excellent iron ore which 
was almost pure and needed less smelt- 
ing than some others. 

South of Utica, at Clinton, N. Y., there 
are large iron deposits and there was 
years ago a large furnace. Now a large 
industry using the crushed iron ore 
which is so pure that it needs no smelt- 
ing is prospering there in manufactur- 
ing paints or pigments used for mixing 
cement, plaster and stucco. With the 
differential in fuel and transportation re- 
moved and good and plenty raw material 
many of these iron and allied industries 
will come back as did the salt industry. 

This was one of the largest New York 
industries, at Syracuse—the main street 
of that city being Salina street for that 
reason, sal being Latin for salt, and in 
Wyoming and Tompkins counties. The 
salt deposits underly all of those sec- 
tions being the remains of a vast salt 
sea that once covered those acres. 

The Indians visited the salt wells at 
Onondaga for thousands of years from 
thousands of miles away. The white man 
piped the saline solution to sun drying 
platforms or dried bv wood fire heat in 
kettles. Fuel being cheaper in the West 
the industry left Syracuse gradually al- 
though there was still quite a lot of it 
left until about fifteen years ago, The 
worldwide known Solvay Process Co. 
now mines the salt rock at and near 
Syracuse and by chemical processes 
makes sodas, bleaching powder, caustic 
soda and other saline products. 


So the natural resources are still used 
there but in a different manner. On 
Cayuga Lake, at Watkins, at Ithaca, and 
in Wyoming county, the hydraulic sys- 
tem of salt mining is used. A deep hole 
is bored into salt bearing deposits, and 
water is pumped at terrific pressure into 
the hole and the water mixed with the 
saline solution comes up with nronortion- 
ate force like a salt spring. In fact the 
process imitates the natural mineral 
spring. 

The study of rating schedules when 
that work of ratemaking was done by 
the fieldmen brought me into intimate 
contact with all such matters as above 
and was a wonderful tfaining. T was on 
the committee in the early 1900’s which 
had to get up a new schedule for these 
new salt industries, the old schedules no 
longer fitting changed conditions. This 
work took months of painstaking studv 
and the schedules made by the practical 
fieldmen those days are basically the 
ones used now in our modern made 
schedules. 

* * * 


Little Towns Worth Seeing 


Knowing and investigating historical 
and racial episodes gained me many 
friends among agents and assureds in 
these little towns in which we specials 
of that time passed more time than is 
done now. On account of there being no 
automobiles, good roads nor even fre- 


quent rail connections, we were often 
compelled to stay overnight. 

Nowadays we pass through these towns 
at forty miles an hour in an automo- 
bile, stop a few minutes perhaps and 
then chase on to the next town, never 
really becoming acquainted with an 
agent. 
yardstick to more important towns, and, 


Everything being mass production and 
volume and more volume, it seems more 
important to try and cover more towns 
than to do our work thoroughly in 
fewer. 

Perhaps I am all wrong but I visited 
one town with the following experience. 
It was a place of perhaps 8,000 with 
some nearby large industries. 
tering the agent’s office, and introducing 
myself, he said: 

“And how long are you going to stay?” 

“I will stay overnight, if necessary.” 

“Fine, most of you fellows drift in and 





And gradually we apply the same 


think, lose out with some agents. 








INSURANCE STOCKS 


POPOUPOPOe 


FRANK L. BROKAW & C0. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 














On en- 
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LOGUE BROS. & CO., Inc. 


INSURANCB 
HARRY C. FRY, Jr., President 


307 FOURTH AVENUE PITTSBURGH 





219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Brenck 
55 Fifth Ave. New York 


Western De 


partment 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 











INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, 


O. J. PRIOR, President 


N. J. 
W. M. CROZER, Secretary 














ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 


CASUALTY 


95 Maiden Lane, New York 





LINES 























Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


Franklin W. Fort 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 























National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1930 


F. D. Layton, President 


Vice-Presidents 
R. M. Anderson, G. F. Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. B. Seymour, Secretary and Treasurer 
Secretaries 
R. C. Alton, L. C. Breed, H. B. Collamore 
‘Assistant Secretaries 


W. C. Browne, W. W. Corry, W. H 


26,380,239.11 
S. T. Maxwell, Vice-President 











. Hinsdale, W. O. Minter, S. W. Prince 
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INSURANSHARES REPORT 





Net Income for First Half of Year Was 
$164,879; Investments Below Origi- 
‘nal Market Value 


Net income of the Insuranshares Corp. 
of Delaware for the six months ended on 
June 30 were $164,879 after taxes and 
all other charges. The profit on sale 
of securities was $13,486 and the divi- 
dend income was $185,331. 

The balance sheet shows investments 
costing $15,585,915 with a market value 
on June 30 of $10,793,677. Total assets 
on June 30 were $15,920,671, of which 
$270,641 was represented by cash in 
banks. No new investments, beyond the 
extension in some cases of: previous hold- 
ings were made in the period. 

The, portfolio as of June 30 follows: 


Company. Shares. 
American: Pacific and Pac. Trust.. 300 
Detroit: BARMETS- G2... ccc ees cons 1,000 


First National Bank of Boston.... 1,000 
First National Bank of Chicago.. 105 
First National Bank of New York 204 


Guaranty: Beast .ns..6 cs ins ccxs 410 
Ween t aos os dein Sc oS czes 529 
Manufacturers “Erust <..<60<s0000. 500 
Marine MEIGHING icocek Cie. ccceccus 2,500 
Title Guaranty & Trust........... 560 
Union Trust of Pittsburgh........ 4 
Retna ile: jose titans do re cece o:ninie 2,350 
Connecticut General Life.......... 8,160 
Traveler aciees coc eeceus a caetn cas 800 
Aetna Casualty & Surety......... 3,720 
Bond & Mortgage Guaranty...... 2,150 
Fidelity & Deposit of Maryland.. 1,735 
General ATMARCE .occcceccccsceess 8,000 
Hartford Steam Boiler Inspec. & » 
ROS a corns weotesee Obata 516 
Lawyers, Morteage ...65 cc ieccass 3,419 
National Surety, 22.tccceesscccsces 130 
Preferred: ACCtdent © oc.cc:c 6050 60.0 ars 12,530 
Protective Indemnity ........¢0<+ 2,000 
United States Fidelity & Guaranty 4,735 
United States Guarantee ......... 61 
Retnge Nive i. ch cise oucee neescues 1,850 
AGHIGUYEAR 255 las awccewsaeeducons 157 
American’ ANPN€E ....sac.sis.os0< 0% 650 
BOStOth, ax.cek cin s o-1.« eth ea tuccaneccoe 60 
City OF Neate MORE. cidt.c ccc vesse ces 10 
CotrtiiGiiai sc ta..5c. suis conte Se otldecn 7,000 
Bidelity=PHenie ".< <6 ..00-« sees ec cues 5,200 
Frankie (Rise 0 cas. scccdeexeuceoe 7,800 
Great Amerie ate *s ss ccececcnkcenes 1,000 
Hantitreritn@ns ccc c ences concen 12,500 
Homie. .7ce ee kee Cac ates acess 1,600 
Insurance of North America...... 13,007 
Nattonamaiets st. ee ones ee 5,400 
New Hampshire Fire.............. 7<\ 
ROG HEH eras Par nea ee oa oe ela reiewe 6,600 
Providence-Washington ........... 100 
St. Paul Fire & Marine.......... 2,400 
NeCUTIE@s sea cae ee eee eeu 1,200 
Springfield Fire: & Marine........ 110 





MICHIGAN AGENTS’ MEETING 





Program Completed for Annual Conven- 
tion at Port Huron on September 3 
and 4; Several Outside Speakers 


The Michigan Association of Insurance 
Agents has completed its program for 
its annual meeting at Gratiot Inn, Port 
Huron, Wednesday and Thursday, Sep- 
tember 3 and 4. Among the leading out- 
side speakers to address the meeting 
will be Claris Adams, executive vice- 
president of the American Life of De- 
troit; C. E. Rickerd, advertising man- 
ager of the Standard Accident of De- 
troit; Henry A. Miller, assistant man- 
ager of the Insurance Co. of North Am- 
erica; Rudolph Larson of the Aetna 
Casualty & Surety, and William T, Ben- 
allack, agency superintendent of the 
Michigan Fire & Marine. 

President G. Leo Weadock of the state 
association will preside at the business 
Sessions and also introduce Insurance 
ommissioner Charles D. Livingston of 
Michigan at the annual banquet. 


, S. S. RUSSELL DEAD 
Smith S. Russell, fifty years old, wide- 
ly known up-state insurance man. and 
representative of the New York Life at 
Watertown and other cities for the past 
twenty-five years, died August 5 in the 
Good Samaritan hospital in Watertown 

following an appendix operation. 
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Profits ; from your 
Chenti Vacations — 








WAY on a carefree vacation. Behind them, with 


’ 


the “Unseen Guardian,” are all worries concerning 
the protection of their baggage and personal belong- 
ings against theft, loss by fire, damage through travel 


hazards, pilferage, transit damage. 


The cast machinery of the L@ L@&G organization ope- 
rates to assure its agents their share of this Summer business. 
Research, statistics—every department in the company 
cooperates with L@ L&G agents by showing them where 
business lies . . . how to approach it . . . how to present 
their facts . . . how best to handle difficult leads . . . how 
to close the toughest contract. Field Representatives are 
active in personally assisting the agents in soliciting 
Tourist business. 


The agent need only ask himself—‘For how many trav- 
elers shall I act as the ‘Unseen Guardian’? How many 
other forms of Vacation Insurance can I write?” Set a 
. and let the world-wide L@L&G 


facilities help you reach it. 


THE IVERPOOE. 


== 


wo LONDON 
» GLOBE, 


Insurance Co rr 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 
THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 


worth-while goal . . 
































Michigan Agents Deny 
Auto Rate Frictions 

ANSWER ANONYMOUS LETTER 

Claim That There Has Been No Dis- 


agreement Between Agents, Commis- 
sioner and Association Companies 





G. L. Weadock of Saginaw, president 
of the Michigan Association of Insur- 
ance Agents, has issued a statement 
to members of the association refuting 
certain assertions relative to the auto- 
mobile rate situation in Michigan con- 
tained in an anonymous communication 
sent out recently to leading Michigan 
agents from Flint. The anonymous let- 
ter was apparently designed to discour- 
age the agents from maintaining their 
position in support of the reduced auto 
rates which many of the National Auto- 
mobile Underwriters’ Association com- 
panies have sanctioned since shortly 
after appearance of the new manual late 
in May. ' ‘ 

These rates allow the agents to accept 
business at 50% off manual on collision 
and 25% off on fire and theft. The 
Michigan carriers, long rate cutters who 
have managed to retain most of the 
Michigan business because of this fact, 
have objected strenuously to the more 
radical rate slash of their so-called “con- 
ference” competitors and, through politi- 
cal connections, managed to bring about 
a state investigation of the reduction 
which has, however, accomplished prac- 
tically nothing up to this time. A con- 
ference, of a more or less secret nature, 
between Commissioner Charles D. Liv- 
ingston, several of the Michigan Asso- 
ciation leaders and a few company men, 
was held a few weeks ago at which the 
situation was discussed at length but 
no change in its status resulted. 


The commissioner, previous to that 
time, had sent out a request to the vari- 
ous carriers that they file their automo- 
bile schedules. For a time, many of 
the “conference” carriers refused to com- 
ply with this request pending legal advice 
because they felt the Michigan depart- 
ment, lacking any regulation over auto 
rates, had no right to demand this in- 
formation. The commissioner threatened 
some drastic steps to force the compa- 
nies to supply the rate data but it is 
understood that they have now agreed 
to file the rates without necessity for 
any overt coercive measures. 

There was, however, practically no fric- 
tion at any time arising between the 
commissioner and the agents and they 
strongly resent, according to President 
Weadock, the implication contained in 
the anonymous letter with which a part 
of the agency forces of the state has 
been circularized. Mr. Weadock has an- 
swered in his statement both the claim 
that the commissioner and the agents 
are at loggerheads and the further con- 
tention that the agents are losing heart 
in waging the auto rate war on the 
grounds that thev are becoming con- 
vinced of its futility and its damage to 
the best interests of the agents. 





NEPHEW SUCCEEDS J. M. YOUNG 

The Georgia Home announces the ap- 
pointment of James C. Young as spe- 
cial agent for Virginia, West Virginia 
and North Carolina to succeed his un- 
cle, James M. Young, who died_ recently 
and who had been representing the com- 
pany in that territory for. thirty years. 
Mr. Young had been assisting his uncle 
for the past year supervising North Car- 
olina, with headquarters at Greensboro. 
His headquarters in the future will be 
at Richmond. He is a son ‘of John P. 
Young, Kentucky state agent for the 
New York Underwriters. The Georgia 
Home is now one of the Home of New 
York group, having been acquired by 
that company a year or two ago. 





J. J. HARTNETT RESIGNS 
J. J. Hartnett has resigned from Cor- 
roon & Reynolds, Inc. 
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Tales Of The Road 


(Continued from Page 24) 


say ‘Hello, what can I do for you?’ and 
then expect me to drop everything and 
immediately think about your company’s 
business. They breeze in and out and 
seem to think more of making two or 
three more towns than of the agent.” 


I stayed overnight and actually came 
away with about $200 of new business 
by giving the agent time to catch his 
breath. It is just as bad to make too 
short a visit as too long a visit. Of 
course, I may be entirely mistaken, but 
[ am just stating what agents have said 
in this and other towns about these high 
pressure methods. 

There is something in the state of 
mind developed by the reaction of trav- 
eling along fifty or sixty miles an hour 
over good roads that seems to unfit men 
for sitting quietly for a few moments 
and listening to what an agent has to 
say. 

ce Bick 


These 20-Mile-An-Hour Accidents 


I have noticed that whenever one of 
my friends is sent to a hospital on a 
stretcher or finds himself in a ditch when 
he wakes up, or top of a telegraph pole, 
and I ask him “how come?” he invari- 
ably says he was traveling not more than 
twenty miles an hour or thereabouts 
when the accident happened. Either 
they are liars or the speedometer is all 
wrong when it registers sixty or so, 
when I have the misfortune of allowing 
myself to be beguiled into taking a ride 
with them. 

Some have taken off their speedom- 
eters because as one friend told me, they 
do not want to know how fast they are 
going. When our association met quar- 
terly we were always sending flowers to 
the hospitals for some of these boys, who 
as I say, were never traveling over twen- 
ty miles an hour when an accident hap- 
pened. 





ROSSIA GETS METROPOLITAN 


The Rossia International, recently 
formed affiliate of the Rossia of Amer- 
ica, has bought a large block of stock 
of the Metropolitan Fire of New York 
from Corroon & Reynolds, thus giving 
the Rossia companies the entire capital 
of the company. The Metropolitan will 
become a purely reinsurance company. 
The Rossia group now consists of the 
Rossia of America, the First Reassur- 
ance and the Metropolitan Fire for fire 
lines, the First Reinsurance for casualty 
and surety lines and the Rossia Inter- 
national. 

The board of directors of the Metro- 
politan has elected the following officers: 
Chairman, C. F. Sturhahn; president, 
B. N. Carvalho; vice-president, G. E. 
Jones and W. H. Ford; secretaries, W. 
J. Langler and W. S. Waddy. 





NEW ENGLAND EXCHANGE 


The New England Insurance Exchange 
last Saturday elected the following to 
active membership at its monthly meet- 
ing in Boston: Cortland H. Schroder, 
special agent of the Queen; Ralph P. 
Slamin, special of the National-Ben 
Franklin, and S. D. Henry, special for 
the Security of New Haven. The resig- 
nation of R. D. Clapp was accepted. 
Resolutions on the deaths of Jefferson 
W. Grover, independent Boston adjuster, 
and James Woodward Hemingway of 
New Haven, formerly with the Boston 
and Camden, were adopted. 





DEATH OF JAMES F. WARREN 


James F. Warren, state agent of the 
Aetna (Fire) for Arkansas, died at his 


home in Texarkana last Friday follow- 
ing an operation for appendicitis. He 
was only thirty-three years of age and 
had been with the Aetna since 1921. Mr. 
Warren spent three years at the Uni- 


versity of Texas and began his insurance 
career in 1919 as a clerk in the office 
of Trezevant & Cochran, general agents 
at Dallas. He joined the Aetna as a 
special agent and five years later was 
made general agent. 





RICHARD WITH COSMOPOLITAN 


H. G. Richard, assistant secretary of 
the Importers & Exporters, in charge of 
its metropolitan department, has resign- 
ed as of September 1, when he will join 
the Cosmopolitan Fire as manager of the 
fire department in the metropolitan of- 
fice, with the title of assistant secretary. 
The Cosmopolitan, which since its organ- 
ization has operated locally on a gen- 
eral agency basis, will open its own met- 
ropolitan office on September 1 at 81 
William street in the same office as 
Lloyds Casualty and the Federal Surety, 
with which it is closely affiliated. 





Building Ratings 


(Continued from Page 1) 


of its proven value now is applied to 
practically all the shipping of the world. 
This system is credited with having done 
wonders to improve the quality of ship- 
ping and the case is rare when any boat 
of importance is built to a standard less 
than Al.” 


Bozrd to Represent Interested 
Industries 


The governing board of the Certified 
Building Registry is now to be completed 
to include representatives of the vari- 
ous interests which can contribute to the 
authority of acceptable and accepted rat- 
ings, mainly American Institute of Archi- 
tects, Engineering Standards Commit- 
tees, mortgage lenders, fire insurance un- 
derwriters, contractors’ associations, re- 
gional planners and housing experts, 
building trades and building and loan 
interests. 


For each type of building rated a spe- 
cial code for that purpose will be pro- 
vided through code committees, recog- 
nized specialists in each type of building. 
The first code was completed by the 
Certified Building Registry for the rat- 
ing of dwellings costing $25,000 or less, 
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and in the process of annual revision last 
year was revised in accordance with sug- 
gestions from various quarters, including 
United States Bureau of Standards and 
the technical secretary of the American 
Institute of Architects. 

The code covered four factors—per- 
manence, fire-safety, fuel costs and com- 
fort with due credits for the many ele- 
ments under each factor which combine 
to make a determined structural merit 
complete. This rating process is now 
on a basis of ten years cost to get away 
from the bugaboo of a comparison of 
first costs as the deciding valuation of 
costs without regard to replacements and 
possible savings effected by some items 
such as insulation, weather-strips and 
others which reduce fuel expense. 

Owing to many complaints received by 
the Board of Commerce of Detroit, the 
system of inspection and rating of the 
Registry was investigated last year by 
the chairman of the Real Estate Divi- 
sion, Louis G. Palmer, who is now presi- 
dent of the Michigan Real Estate As- 
sociation. Mr. Palmer reported that the 
registry system, because based upon im- 
partial engineering analysis rather than 
any favor for any materials, promised 
adequate and immediate protection for 
the public. 


HOTEL INSURANCE DIRECTOR 


Edward L. McManus, who has been 
in insurance for about eighteen years, 
has been appointed director of the in- 
surance division of the American Hotel 
Association. He will make a complete 
survey of hotel insurance and prepare 
a report on this subject for the next an- 
nual meeting of the association at San 
Antonio, Tex. Mr. McManus has been 
associated with prominent companies in 
New York and New England and has 
a wide acquaintance with agents and 
brokers. He will make his headquarters 
at the offices of the American Hotel As- 
sociation at 221 West Fifty-seventh 
street, New York City. 





MERGER IS APPROVED 


The New York State Insurance De- 
partment has formally approved the 
merger of the Re-Insurance Corporation 
of America into the America Reserve by 
which the capital of the latter is in- 
creased from $500,000 to $1,000,000. Presi- 
dent T. B. Boss of the American Reserve 
has notified stockholders that they can 
now exchange their recent certificates for 
new stock certificates calling for one- 
third more shares. 
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It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. 
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Warren Fowler 
Home Agent 
West Lebanon, N. Y. 








= OVER 


7 DO years 
: WITH THE HOME 


HEN Mr. Fowler became local agent for 
— , The Home fifty-seven years ago he had to 
write most of his policy forms out in long hand. 


M R. Fowler spends his winters in sunny Florida 
but still holds a supervising interest in the 
Warren Fowler, Inc. Agency. 


THE HOME ‘toviaxy NEW YORK | 


CASH CAPITAL $24,000,000 WILFRED KURTH, President 


39 Maiden Lane 


Strength - Reputation - Service 
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Complete Program Of 
Marine Union Meeting 


OPENS AT VICHY ON SEPT. 22 





Wide Variety of Subjects of Interest to 
Marine Underwriters to Be Dis- 
cussed by Busimess Leaders 





The draft agenda and certain further 
details in connection with the forth- 
coming Vichy conference of the Inter- 
national Marine Insurance Union are 
now available, and while the former re- 
veals little that was not known previ- 
ously, it may be interesting to give its 
principal contents. The conference, which 
is the sixty-fifth held by the Union, and 
the fifty-first “ordinary general meet- 
ing,” opens at 9:30 a. m. on September 
22, the meeting being held in the Casino. 
Following the address of President Axel 
Rinman of Gothenburg, the minutes re- 
lating to the program will be read, fol- 
lowed by motions for the adoption of 
the annual report and the accounts. 

Next comes the reports of special com- 
mittees, the National Association’s Com- 
mittee dealing with “Support of Nation- 
al and Local Agreements,” “Affaires De- 
placees,” “Agency Control,” and “The 
Renewal of Existing Agreements,” this 
last item applying to “The Powers of the 
National Association’s Committee,” the 
“Exclusion of Theft and Pilferage from 
the Marine Insurance Policy” and “The 
Prohibition of Block Policies on Valu- 
ables.” Next comes the report from the 
“Average Agencies Committee” followed 
by the report of the Hull Committee, 
which invariably brings forth some im- 
portant and interesting remarks from 
the chairman, Walter Schues of Ham- 
burg. 

Under the heading “Cargo Insurance” 
is found the report of the “Cargo Risks 
Improvement Committee” and, as a sub- 
heading, “Renewal of Existing Agree- 
ments,’ which include the Dangerous 
Drugs Clause Agreement, the Loss of 
Weight and/cr Shortage Agreement, the 
“Sweat and Heating” Agreement, the 
“River Plate” Agreement, the Restriction 
of Earthquake Risks Agreement, the 
“Special Survey Clause” Agreement, and 
last, but perhaps most important the 
“Warehouse to Warehouse Clause” 
Agreement. It is to be presumed that 
it is under this last heading that some 
interesting developments may be ex- 
pected. 

Other Important Subjects 


Other items of importance under the 
heading “Cargo Risks” are “Unification 
of Policy Conditions” and “Interchange 
of Unfavorable Experiences.” As for 
this latter it may be anticipated that 
while it is improbable that any develop- 
ments will take place with regard to 
the interchange of unfavorable experi- 
ence so far as specific contracts are con- 
cerned, underwriters may make some 
progress towards making available their 
collective knowledge of unfavorable re- 
sults in connection with certain classes 
of business, without reference to any 
specific risks. The “Near East Com- 
mittee” will report. 

Next comes the report of the Grain 
Committee, the speaker in this case be- 
ing given as H. M. Merriman, under- 
writer of the Eagle, Star & British Do- 
minions, and since the principal item for 
discussion is the Black Sea and Danube 
Grain Scale, he has an important func- 
tion to fulfil for this scale is the one 
successful endeavor which the Union has 
made towards obtaining international 
unity with regard to rates on a specific 
commodity in a special trade. 

Mr. Schues, who deals with “Reinsur- 
ance,” will be heard with close atten- 
tion, for not only will he report on the 
“Vienna Reinsurance Clause,” but he 


may also have some remarks to make 
with regard to reinsurance in general, 
especially since during the past year 
events in Europe have in some measure 
disturbed the balance of reinsurance bus- 
iness between the market in London and 
those in Central Europe. 

The last technical section of the agen- 
da contains, under the heading “Mari- 
time Law and the Law of Carriage,” a 
paper on general average by Axel Rin- 
man, who, in addition to his presidency, 
holds the office of chairman of the Gen- 
eral Average Committee. International 
Commercial Law questions will also be 
discussed, while A. H. Brandt will deal 
with “Bills of Lading,” with, no doubt, 
especial reference to the ratification of 
the Brussels Convention based on The 
Hague Rules. 

Every possible care has been taken 
to make the conference a success both 
from a business and a social point of 
view. The delegates will all be accom- 
modated in the Hotel Radio, which is 
specially reserved for them, and they 
will be granted exgmption from the Taxe 
de Sejour, as well as being granted spe- 
cial facilities on the French railways. 
The Casino will be open to them and 
they will also be the guests of the Vichy 
Sporting Club. On Saturday, Septem- 
ber 20, the Union des Syndicate is en- 
tertaining the delegates at a theatrical 
performance, followed by a supper and 
dance, and the usual official banquet will 
take place on the first days of the plen- 
ary conference, Monday, September 22, 
while on September 24, and if necessary 
on the following day, special Pullman 
carriages will be run on the train leav- 
ing for Paris at 9 a. m. 





NEW FRISCO MARINE COURSE 

Golden Gate College of San Francisco, 
the educational branch of the senior Y. 
M, C. A, is going to give a course in 
marine insurance in addition to those in 
fire and casualty underwriting which 
have been given these last three years. 
The marine course will run eighteen 
weeks with two sessions daily. Two such 
courses are to be conducted each year 
for three years. The first semester will 
be devoted to the fundamentals of ma- 
rine insurance and the second to cargo 
underwriting and inland marine lines. The 
first session commences August 17. 


R. I. IN INLAND MARINE 
The Rhode Island is now actively en- 
tering the inland marine field. Elton 
Millman is manager at the home office 
and for several weeks has been organ- 
izing a staff and preparing forms. 








A. M. M. IN VIRGINIA 
The American Merchant Marine of 
New York has entered Virginia to write 
fire and kindred lines. 


World’s New Tonnage 
Shows Big Increase 


1,533,000 NET GAIN IN YEAR 





United States, However, Dropped 436,- 
000 Tons Due to Break-Up of Old 
Vessels; Norway Gained 444,000 





A matter of considerable interest to 
marine underwriters is the new edition 
of the “Register Book” issued by the 
Committee of Lloyd’s Register of Ship- 
ping, which, as usual, contains complete 
particulars of all the seagoing vessels 
of the world of 100 tons and upward, 
a full record of about 33,000 steamers, 
motor ships and sailing vessels. The 
number and tonnage (gross) of existing 
vessels recorded (including about 950,- 
000 tons of new ships afloat in the 
course of classification) which are now 
or have been classed by the society is 
15,693, of 43,176,933 tons. Virtually all 
of these vessels were built under the 
inspection of the surveyors of Lloyd’s 
Register. Of the tonnage actually hold- 
ing the society’s class 46.2% is regis- 
tered in Great Britain and Ireland and 
53.8% in other countries. 

The tables show that during the last 
twelve months there has been an. in- 
crease in the steam tonnage owned in 
the world of 148,176 tons, an increase 
of 1,468,235 tons in the motor tonnage, 
and a decrease in the sailing tonnage of 
83,079 tons, making a total world net 
increase of 1,533,332 tons. The net in- 
crease from June, 1928, to June, 1929, 
was 1,119,653 tons. The countries show- 
ing the largest increases for the last 
twelve months are: Norway (443,796 
tons), Great Britain and Ireland (272,113 
tons), France (152,216 tons) and Holland 
(147,248 tons). Among the principal mar- 
itime countries only one shows a de- 
crease—the United States, with a de- 
crease of 436,214 tons. This is due to 
the tonnage broken up during the last 
twelve months having been higher than 
during the previous year . 

A considerable increase has taken place 
in recent years in the number of sea- 
going steamers and motor ships of 4,000 
tons each and above. In 1914 there 
were 3,608 such vessels, and now the 
number reaches 6,556, of which 446 are 
of 10,000 tons and above, including six- 
ty-three of 20,000 tons each and up- 
wards. Of the 446 vessels 240 are un- 
der the British flag. It may be noted 
that just under one-half of the total 
number of steamers and motor ships in 
existence are of less than 1,000 tons 
each. 





N. J. DEP’T EXAMINERS 

The New Jersey Insurance Department 
has appointed Clinton H. Baker, R. C. 
Davies and Lawrence R. Barnich as as- 
sistant chief insurance examiners at- 
tached to the Newark office. They will 
be under the general supervision of 
Chief Insurance Examiner William B. 
Wiegand. 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 


Admitted Assets, $12,994,064.64 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 





WRITE FOR OUR AGENCY PROPOSITION 





GOV’T TO INSURE LINER 





French Government Says It Will Cover 
Excess Risks Which Can’t Be 
Placed in Market 

The declaration of the French govern- 
ment that it is prepared to insure the 
new giant liner of the Compagnie Gen- 
erale Transatlantique for any amount in 
excess of that covered in the market has 
aroused great interest at Lloyd’s. The 
total covered by the French authorities 
may amount to $15,000,000, which implies 
that the new vessel will be valued at as 
much as $25,000,000, an exceedingly high 
figure, 

The French government’s action, which 
is not the first example of government 
intervention in the marine market, is evi- 
dence that the capacity of the market 
has not kept pace with the growth in the 
size of modern liners. Some difficulty 
was experienced in securing the desired 
amount of insurance on both the “Brem- 
en” and the “Europa,” to take only two 
recent examples. 

Lloyd’s underwriters are interested in 
these vessels to the extent of some $10,- 
000,000 in each case, but this amount 
marks the limit obtainable at present 
on any one vessel in the London market. 





AGENTS SALES CONGRESS 





Central Kentucky Meeting At Lexington 
In October; Many Already Accept 
Invitations To Speak 

Leo E. Thieman, secretary of the Ken- 
tucky Association of Insurance Agents, 
reports that a program is rapidly being 
whipped in shape for a Central Kentucky 
district Sales Congress, to be held at 
Lexington, Ky., under the auspices of the 
Kentucky Association and Lexington 
Board of Fire Underwriters, on Friday, 
October 3. 

Charles J. Smith and Tom Woodruff, 
of Lexington, are a committee on ar- 
rangements. Acceptances on the pro- 
gram so far include: Lawrence Falls, 
vice-president of the American of New- 
ark, who will discuss “U. & O.”; J. V. 
Bowman, field man, Fire Association in 
Kentucky, on “Co-operation of Local and 
Special Agents on Production”; Rodes 
Arnspiger, president of the Lexington 
Board, will be acting chairman of the 
meeting. 

Norman I. Taylor, of Burnside, Ky, 
president of the state body, will have a 
short talk. Wm. E. Clark, of the Ken- 
tucky Actuarial Bureau, Louisville, will 
talk on co-operation between bureau, 
agent and field representative. R. A 
Palmer, of Palmer & Barnett, general 
agents, Atlanta, Fire Association, will 
speak on conditions and prospects for 
fire insurance today, and the fire insur- 
ance business as he sees it. 

Invitations have also been extended to 

P. Devan, Charlestown, W. Va, 
former president of the National Asso- 
ciation of Insurance Agents; J. Howard 
Wells, special agent for the Hartford 
Fire; and Keene Johnson, of Richmond, 
Ky., newspaper man, and member of the 
Kentucky Press Association. 





FOREST FIRE RESPONSIBILITY 


Under a new Virginia law any one re- 
sponsible for starting a forest fire is lia- 
ble for the costs incurred by state and 
county in suppressing such fires. A farm- 
er of Fluvanna county was fined $20 and 
also required to pay $195 to reimburse 
the forestry forces in suppressing a se- 
rious fire which occurred in that county 
recently. The fire escaped from brush 
burning operations on his farm and it 
was charged that he did not exercise 
due and proper precaution in controlling 
the fire. 





HAIL COVERS IN CANADA 
The Rhode Island, Marine, Commer- 
cial Union of London, Palatine and the 
Imperial Assurance have been licensed 
in Canada to write hail insurance on 
buildings. 
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~ CASUALTY AND SURETY 








Great American Indemnity Gives 
Educational Slant To Ad Series 


Present Campaign of Company Based on Question and Answer 
Method; Favorable Reaction from Field Proves Effec- 
tiveness of Plan; Now Treating Safety Activities 
of Bureau Companies; Many Requests for 
Entire Series in Pamphlet Form 


One of the most interesting advertis- 
ing campaigns of the year is now being 
conducted in the trade papers by the 
Great American Indemnity along dis- 
tinctly educational lines. Its basis is the 
always effective question and answer 
method, presenting information on vari- 
ous lines to the agent in compact form 
so that he may grasp its full meaning 
quickly. 

This campaign, originated by Leslie F. 
Tillinghast, agency assistant of the com- 
pany who is chairman of the casualty 
courses of the Insurance Society of New 
York for next term, is known as the 
“Great American Educational Series.” 
When it was in its formulative stages 
Mr. Tillinghast did not select hit or miss 
questions to fill up so much space. In- 
stead he acquainted department heads 
and officers of the company with his idea 
and got them to submit suitable ques- 
tions and answers which might appro- 
priately be used in the campaign. 

Technical Subjects Treated 

The first phase of the campaign cen- 
tered around subjects of a technical na- 
ture including rating problems, actuarial 
requirements, the scope of the protec- 
tion afforded under specific policies and 
definitions of various lines of insurance. 
There was an immediate reaction from 
the field; agents either submitted new 
questions to be answered or asked for 
more information on problems already 
treated. The Great American Indemnity 
did not limit its service to its own agents 
but indicated’ a willingness to answer 
questions submitted by representatives of 
other companies as well. 

The second phase of the campaign had 
to do with the relative merits of stock 
versus mutual companies. Instead of 
having to read through page after page 
of fine printed matter this lively topic 
was presented to field men in a terse, 
non-controversial fashion so that -the 
chief points could be easily grasped. 


To Feature National Bureau Activities 


At the present time Mr. Tillinghast is 
working on the copy for the third phase 
of his educational series which will place 
emphasis on what he terms the extra- 
curricula functions of conference com- 
panies through their trade association, 
the National Bureau of Casualty & 
Surety Underwriters. Emphasis will be 
placed on their participation in safety 
work both in industrial and public fields 
including safety education in the schools. 
, One ad is devoted to a study, requir- 
ing a period of two years, which proved 
a definite relation of industrial safety 
to production, The survey was made by 
the American Engineering Council at the 
Bureau’s invitation and expense. An- 


other is devoted to the Bureau’s activi- 
ties in co-operation with the National 
Safety Council, concerning benzol poi- 
soning in industry. A third. will tell 
about the free inspection of automobile 
brakes and steering gear in which the 
Bureau companies co-operate with va- 
rious state motor vehicle departments. In 
all about six weeks will be devoted to the 
accident prevention work of conference 
stock companies. 


Some of the Ads 


Because of the timely interest of the 
subjects treated in the Great American 
Educational Series, a number of the ad 
questions and answers have been repro- 
duced as follows: 

Q. In automobile insurance, what is 
the difference between collision and prop- 
erty damage? 

A. Under collision coverage the com- 
pany agrees to pay for damage to the 
policyholder’s own car and _ operating 
equipment attached: thereto, caused by 
collision with any object or by upset, re- 
gardless of fault. Under property dam- 
age coverage the company agrees to pay 
all sums for which the policyholder may 
become legally liable because of damage 
to property of others, including loss of 
use of such property. Property of others 
in the custody of the assured, rented by 
him or carried in his automobile is spe- 
cifically excluded from coverage. 

In an elevator policy what item of 
service 1s of vital importance ? 

A. The inspection service. It is worth 
the cost of the insurance. Efficient ele- 
vator inspection by a competent engineer 
is extremely important to all concerned 
with the safety of elevator operations. 

. Can an automobile policy be writ- 
ten for more than one year? 

A. An automobile casualty policy can- 
not be written for more than one year. 
Frequent changes in cars and hazard-ren- 
der it inadvisable to continue one policy 
in force for longer than that period. 

Q. In connection with certain bonds it 
is customary for surety companies to re- 
quire collateral security equal in value to 
the amount of the bond. What is the ad- 
vantage of a bond in such a case; why 
not deposit the security instead of a bond 
and save the premium? 

A. 1. Usually such bonds are required 
by law and the official requiring surety 
has no alternative; he is not permitted to 
accept any security other than a bond. 

2. Where security other than a bond is 
acceptable the type of security offered by 
the principal may not be acceptable 
under the law but might meet the re- 
quirements of a surety company. 

3. Generally when liability is terminat- 

(Continued on Page 34) 
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INSURANCE STRIKE SPREADS 





Employers in Northern France Refuse 
to Increase Wages to Meet Em- 
ployes’ Insurance Contributions 


There have been frequent strikes in 
northern France lately because employ- 
ers would not increase wages to enable 
workers to pay their contributions un- 
der the new National Health Insurance 
scheme. The textile industry has been 
the latest to strike. 

At Millau, a glove-making center, the 
workmen asked their employers to pay 
their insurance contributions. The em- 
ployers agreed to make the payments 
after November 1, but this did not satis- 
fy the workmen, who declared a general 
strike. Another strike was recently de- 
clared at Lille in sympathy with the oth- 
er strikers of the section. It is expected 
that the building trades will soon join in. 

Serious disturbances have taken place 
in Rouen, where the strikers charged 
the gendarmes and Republican Guards 
on the Town Hall Square. Many were 
wounded, and thirty arrests were made. 





ENTERS PANAMA 


The United States F. & G. has en- 
tered the Republic of Panama and will 
be represented there by Boyd Bros., 
Inc., with headquarters in Ancon, Canal 
Zone. Boyd Bros. is one of the largest 
agencies in Panama. The U. S. F. & G. 
is already operating in Porto Rico, New- 
foundland, the Philippines and the Ha- 
waiian Islands. It is also considering 
entering Cuba and one or two of the 
Central and South American countries 
next to Panama. 





FORM SUBSIDIARY AGENCY 


A casualty and surety subsidiary has 
been organized by the Lawyers Title 
Insurance Corporation of Richmond 
called the Lawyers Casualty & Surety 
Agency. It will write fidelity and surety 
bonds as well as general casualty lines. 
H. Laurie Smith, an officer of the parent 
organization, is president of the agency 
which is capitalized at $10,000. W. L. 
Bramble is its secretary. 





CHANGES NAME OF COMPANY 


The name of the Pilot Automobile & 
Accident of Canada, the company ac- 
quired by the Standard Accident a few 
months ago, has been changed to the 
Pilot Insurance Co. Stewart Leitch, for- 
merly agency supervisor, is its manager. 


C. C. WRIGHT RESIGNS 





Has Been Vice-President and General 
Manager of Constitution Indemnity 
Since Its Organization 
C. C. Wright, who has been vice-presi- 
dent and general manager of the Consti- 
tution Indemnity since its organization 
in March, 1926, has resigned and has 
made no announcement as to his future 

plans. 

Mr. Wright has for years been widely 
known in connectiom with automobile 
insurance, having been an officer of the 
Fireman’s Fund in charge of its auto- 
mobile department and later having been 
manager of the Pacific Coast Automobile 
Underwriters’ Conference before joining 
the official staff of the Fire Association 
Companies. The automobile underwrit- 
ing of the parent company and its in- 
demnity mate came under his direct su- 
pervision in addition to general executive 
duties. 





OPENS PHILADELPHIA BRANCH 
Standard Surety & Casualty Appoints 
F. Morton Coffey Manager of 
New Office 


The Standard Surety & Casualty of 
New York has opened a Philadelphia 
branch office, with F. Morton Coffey as 
manager. F, R. Thompson continues as 
manager of the claim department there. 
The new office is located at 423 Walnut 
Street. . 

Mr. Coffey is a native of Philadelphia 
and a graduate of Girard College. He 
began his insurance career with the New 
Jersey Fidelity & Plate Glass, later go- 
ing with the United States F. & G. He 
resigned to join the Standard Accident, 
with which he has spent six years. 





DRAFTING COMPULSORY BILL 

A compulsory automobile liability bill 
is being prepared by Senator Thomas 
Duncan of Milwaukee for submission to 
the next legislative session. 





LOSES BROKER’S LICENSE 
The broker’s license of F. Marshall 
Harp, Buffalo, has been revoked bv the 

New York Insurance Department. ’* 





GETS NEW YORK LICENSE 
‘The Western Casualty of Chicago has 
received its license to do business in 
New York state. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


ques 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. 


OF ~ 
AMERICA 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 671/3 
245 Fifth Ave.—ASHland 1772 
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To Vote New Financial 
Set-Up for Constitution 


ADDED CAPITAL AND SURPLUS 





To Revalue Present Shares and Have 
New Issue; Fire Association Will 
Seek Complete Ownership 





A special meeting of the Fire Associa- 
tion of Philadelphia will be held Septem- 
ber 15 to vote upon a proposal to amend 
the charter and to approve the issue 
of 10,000 shares of treasury stock. This 
was announced to the stockholders along 
with a letter to the stockholders of the 
Constitution Indemnity about changes in 
the financial organization of that com- 
pany. There are 125,000 shares of Con- 
stitution Indemnity outstanding, of which 
the Fire Association owns 70,077. The 
board is convinced that stockholders’ in- 
terests will be more readily and equit- 
ably served by the Fire Association ob- 
taining entire ownership of the Consti- 
tution. Subject to the approval of the 
stockholders the terms offered are as 
follows: one share of Fire Association 
for each four shares of “old stock” of 
the Constitution Indemnity. The sur- 
plus of the Constitution as of June 30, 
1930, was approximately $200,000. The 
Fire Association thinks it should be 
larger to support the necessary volume 
of business. 

Lane’s Letter to Stockholders 

In the letter to stockholders of the 
Constitution Indemnity President Lane 
recommends that the par value of out- 
standing stock be reduced to $5 per share 
and that the sum of $625,000 thus real- 
ized from capital account be transferred 
to surplus account. 

The present 125,000 shares of the Con- 
stitution are at $10 par value each. 

With the consent of the stockholders 
a revaluing of these shares to $5 par 
value will make possible the transfer of 
$625,000 to surplus. After these steps 
the capital will stand at $625,000, con- 
sisting of 125,000 shares of $5 par value. 
It is proposed also by the board to offer 
to stockholders of record of October 13, 
1930, 125,000 shares of new stock at $5 
par value at a price of $12.50 per share 
in the ratio of one new share of stock 
for each old share held and to sell any 
stock not subscribed for at the price of 
not less than $12.50 per share. 

In his letter to Fire Association stock- 
holders President Lane said that the 
additional 125,000 shares of Constitu- 
tion Indemnity stock, $5 par, at $12.50 
a share, will provide the Constitution 
with a capital of $1,250,000 and surplus 
of approximately $1,500,000. “It is the 
purpose of the board in conjunction with 
the undersigned to act promptly and vig- 
orously not only in the reorganization 
of the indemnity company’s management 
and affairs, but also to institute economy 
wherever possible in the Association’s 
fire insurance business,” he said. 





WON’T MODIFY FLEET RULING 


The attorney general’s department, 
Frankfort, Ky., this week refused to 
modify a previous ruling in an opinion 
to Arch H. Pulliam, deputy insurance 
commissioner, that privately owned cars 
may not be included in fleet coverage. 
The opinion was by Assistant Attorney 
General M. B. Hollifield, and took issue 
with C. W. Morris, Louisville attorney, 
reported to represent a group of agents 
who wished a modification of the ruling. 


$770,000 LIEN BOND 

The National Surety this week released 
the Chrysler Building at Forty-second 
street and Lexington avenue, New York, 
from a $725,000 lien against it by means 
of a $770,000 lien bond, considered the 
largest ever written. An order permit- 
ting this transaction had been obtained 
from the Supreme Court by Larkin, 
Rathbone & Perry, attorneys. The lien 
had been filed by William Van Alen, an 
architect. 





H. G. Brown Promoted 
By Cont’l Casualty 


ADDED AGENCY DUTIES IN EAST 





Eastern Dep’t Under V.-P. Dull to Op- 
erate on Home Office Basis; Duties 
of Messrs. Crisp and Comstock 





In recognition of his good work since 
coming to New York City Harlow G. 
Brown has been promoted by the Con- 
tinental Casualty from eastern superin- 
tendent of agents to resident vice-presi- 
dent, agency department. Mr. Brown’s 
promotion is in keeping with the pro- 
gram mapped out by Vice-President 
Floyd N. Dull in charge of the Conti- 
nental’s eastern operations, to build up 
a full-fledged eastern department which 
will operate on a home office basis. Since 
Mr. Brown came east the company’s bus- 
iness here has increased materially, a 
reflection of the good work he has done. 
In addition to his added responsibilities 
in the field he will be associated with 
Mr. Dull in the development of New 
York City business. 

Gregory T. Crisp, superintendent of 
the eastern casualty department, will 
continue to handle the underwriting of 
miscellaneous casualty business in the 
east, and will also assist Mr. Dull in the 
underwriting supervision of New York 
business. 

W. P. Comstock, who has the title 
of executive representative for the pur- 
pose of representing the company on 
certain Bureau rate-making committees, 
will assist Mr. Dull in the operation of 
the eastern department insofar as the 
experience and statistical departments 
are concerned. Mr. Comstock is a man 
of broad experience. 





FALSE ARREST LIABILTY 





Kentucky Court of Appeals Expresses 
Legal Principle in Case Involving 
Surety 
The liability of a constable and his 
surety for wrongful conduct of a deputy 
depend on whether the conduct was an 
official act within the scope of authority. 
An atcused person lawfully arrested 
without a warrant must, unless it is prac- 
ticably impossible or his right waived, 
be taken forthwith before a magistrate 
in order that he may give bond or have 

the bond refused. 

This principle of the law in Kentucky 
is laid down by the court of appeals 
in the case of Greene Hogg against a 
number of officials in Jefferson county, 
including a magistrate, constable, deputy 
constables and their sureties. Hogg 
claimed that he had been arrested with- 
out probable cause, and placed in prison 
without being permitted to go before a 
magistrate and give bond. 

The lower court decided that Hogg had 
a good cause of action against the deputy 
constable who arrested him, and his sure- 
ty, but did not have any cause of action 
against any of the other parties, but 
that his petition did not state a cause of 
action against the constable and his sure- 
ty. It is agreed that it is difficult to 
draw a petition which will state a cause 
of action in case of false arrest, and 
that sureties on bonds of officers rarely 
are ever called on to pay for damages 
for false imprisonment. 


DEATH OF W. TOM WINN 

W. Tom Winn, secretary-treasurer of 
the Smith-Winn Co., Inc., local agency 
at Atlanta, Ga., and active in the civil 
life of that city, died suddenly last week. 
He was forty-nine years of age. He had 
served in the county clerk’s office, was 
a member of the state legislature for 
three terms and a county commissioner 
for four years. 


ALBANY SERVICE BUREAU 
The National Surety has re-established 
its service bureau in Albany, N. Y., under 
the management of Farrington Smith. 








E. M. LINVILLE RESIGNS 





In Charge of Agency Work for Royal 
Indemnity; Has Broad Background; 
Many Contracts With Agents 
E. M. Linville, one of the best known 
of casualty executives who has a wide 
acquaintance among agents, has resigned 
his agency post with the Royal Indem- 
nity. His future plans are not as yet 

announced. 

Mr. Linville has had a broad _ back- 
ground in the casualty field, having 
gained early training in the London 
Guarantee & Accident in its claim de- 
partment, then as one of that company’s 
assistant resident managers and later 
with the Travelers as assistant manager 
for eastern Massachusetts. His next 
post was as superintendent of agents for 
the Ocean Accident after which he 
served the New York Indemnity as its 
general manager and president from 1922 
to 1925: 

Before joining the Royal Indemnity 
Mr. Linville was with Marsh & McLen- 
nan in the production end of that or- 
ganization. 


GRIFFIN-EHRET NUPTIALS 


F. & D. Vice-President and His Bride 
Now in Florida; Sail on the 20th 
For European Trip 
John A. Griffin, vice-president of the 
F'delity & Deposit in New York, and 
Mrs. George Ehret, Jr., well known in 
New York social circles, were married 
Monday morning in the Church of St. 
Ignatius Loyola. None but members of 
the two families and a few intimate 
friends were present at the ceremony, 
performed by the Rev. John J. Laherty, 
S.J. A small wedding breakfast followed 
at the Hotel Plaza after which Mr. and 
Mrs. Griffin left for a trip to Florida. 
They will return early next week and 

sail for Europe on the “Bremen.” 








BUILDING PERMITS GAIN 





Construction Arranged for in July in Ex- 
cess of June But Considerably Below 
Figures of Last Year 

Reports to Bradstreet’s from 170 cit- 
ies of the United States show the total 
value of the building permitted for dur- 
ing July at these cities to have been 
$146,640,187, as against $138,412,689 in 
June and $222,180,880 in July, 1929, at the 
indentical cities. There is here shown 
a gain at all cities of 59% over June 
but a decrease of 34% from July a year 
ago. The New York City total for July 
was $52,318,451, as against $34,810,752 for 
June and $55,139,664 for July a year ago, 
a gain of 50% over June but a decrease 
of 5.1% from July last year. The total 
value of building at the 169 identical cit- 
ies outside of New York for July was 
$94,321,736, as against $103,001,937 in June 
and $167,041,216 in July, 1929, decreases 
of, respectively, 8.9% and 43.5%. It will 
be seen that the gain over June was con- 
fined largely to New York City. 

For the seven months ending with July, 
the total value of the permitted for 
building at all cities reporting was $1,- 
031,706,326, as against $1,995,801,153 in the 
like period of 1929, a decrease of 48.3%. 





G. CULBRETH THOMAS DEAD 

G. Culbreth Thomas, vice-president and 
general counsel of the New Amsterdam 
Casualty, passed away on Tuesday at his 
Nova Scotia summer home as the result 
of a heart attack. Mr. Thomas had spent 
many years in the business, being one 
of the directors of the old American In- 
demnity Co. when it was formed in 1913 
and then a director and officer of the 
New Amsterdam Casualty when it took 
over the former company. 





HEINRICH’S SAFETY ARTICLE 


H. W. Heinrich, assistant superintend- 
ent, engineering and inspection division, 
Travelers, has an article in the August 
“National Safety News” under the title 
“The Reward of Merit.” 


R. M. Nugent Outlines 
Bail Bureau’s Scope 


INTERVIEWED BY N. Y. “POST” 





To Cut Commissions to 2% With No 
Charge for Renewals; Public Serv- 
ice Is Its Objective 





More than usual interest has been tak- 
en by the metropolitan surety fraternity 
in the newly formed Bail Bond Bureau 
which opened up last week for business 
at 103 Lafayette street under the man- 
agership of Robert M. Nugent, former- 
ly with the National Surety. Sponsored 
by eighteen nationally prominent com- 
panies, most of whom had previously 
shunned the bail bond business, the new 
central bureau has as its big objective 
to give public service and to take the 
business of giving bail out of the hands 
of unprincipled men. The bureau has 
the good wishes and endorsement of 
most of the civic agencies of the city. 


Leading Part Played by N. Y. “Post” 


Considerable credit should be given to 
the New York “Evening Post” for the 
part that paper played in arousing pub- 
lic sentiment favorable to the formation 
of such a central bureau. It was one 
of the recommendations made upon the 
conclusion of the “Post’s” exposure of 
conditions in the city magistrate’s courts. 
During the past week Milton Mackaye, 
one of the staff feature writers, has giv- 
en the new bureau generous publicity 
in an effort to impress its importance 
upon the city. Other papers have fol- 
lowed in his lead. 

In an interview with the “Evening 
Post” a few days ago Manager Nugent 
outlined the advantages of the central 
bureau as follows: 


(1) Bail bonds, small and large, at a fee 
of 2% of the amount of the bond. This 
is 1% less than the rate permitted by 
the law and from 4 to 20% less than the 
average professional bondsman charges. 

(2) Renewal of an appearance bond after 
arraignment without another fee. The 
) professional bondsman usually gets two 
fees by making out one bond at the 
time of arrest and another when the 
defendant is held for trial. 

(3) Freedom from the exorbitant “service 
charge,” by which many bondsmen evade 
the law. The bail bond will have a serv- 
ice fee only on bonds written after hours 
and not to exceed $10. 

(4) The certainty of honest dealing and the 
return of collateral. 


Sponsored by N. Y. Department 


Sponsored by the New York insurance 
department, which worked closely with 
company executives in its formation, the 
Bureau is regarded as one of the most 
interesting experiments ever attempted 
in the field of the administration of the 
criminal law and will be closely watched 
by all students of the courts. 

The eighteen participating companies 
have grouped together with an executive 
committee headed by W. M. Tomlins, 
Amrican Surety, for a period of one 
year to make a test case of the new 
Bureau. It is supported by a revolving 
fund contributed by them. 

Mr. Nugent himself will decide person- 
ally on each bond—his authority will be 
final. 

It is the opinion of the “Post” that 
the head of the Bureau was chosen for 
the position because he probably knows 
the bail bond business better than any 
man in New York. He has been thirty- 
four years'in the surety business and 
served as vice-president of the National 
Surety from 1918 until the present time. 





PLAN NEW COMPANY HERE 


The Overland Casualty Surety is the 
name of the latest company to announce 
its intentions of organizing in New York 
state. This company is to locate in New 
York City and will have a paid-in capi- 
tal of $300,000 and a paid-in surplus of 
$150,000. 
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Hartford A. & I. To 
Improve Small Risks 


BUTTERFIELD GIVES DETAILS 





Plan Centers Around Direct Mail Safety 
Program for All Risks Producing 
$150 Premium or Less 





As the result of a careful study and 
analysis of the needs of the small com- 
pensation risk, the Hartford Accident & 
Indemnity has launched a new direct- 
mail safety service aimed particularly at 
the small risks producing premiums of 
$150 or less. Writing in the latest issue 
of the “Hartford Agent,” G. B. Butter- 
field, superintendent, special risk and en- 
gineering department, describes the new 
service and relates the facts which led 
up to the Hartford’s study of the small 
compensation risk, 

“Our analysis showed clearly,” says 
Mr. Butterfield, “that the small risk 
should receive as much attention as the 
large risk if our compensation experience 
is to be improved. We worked out a 
chart which proved conclusively the im- 
portance of a special service for the small 
risk, especially the risks producing pre- 
miums of $150 or less. This class of risk 
represents about 25% of the earned pre- 
mium of all classes of compensation bus- 
iness, while the losses produced repre- 
sent approximately 30% of all the com- 
pensation losses. 


Size of Risk Pre-Determines Loss Ratio 


“Tt is indeed interesting to note that 
the loss ratios of these various classes 
of business decrease in proportion to 
their size; in other words, while the 
smaller risks show an exceedingly high 
loss ratio, the larger risks show a con- 
siderably improved loss ratio. Unfor- 
tunately, however, the small risks rep- 
resent a large percentage of all the risks 
written. In a study of 260,000 risks, 
those risks in the $49 class represented 
61% of the total number of risks, while 
the $149 class represented 23% of the 
total number of risks, and the average 
premiums for these risks were $22 and 
$85, respectively. 

“Because the small risk presents a 
special problem, a special program had 
to be planned to meet it. This, natural- 
ly, meant a program with a purpose and 
a plan designed to produce results with- 
out incurring too great an expenditure. 
“Our engineers are instructed that the 
size of the risk does not entirely govern 
the frequency of service. The size of 
the risk is simply an initial determining 
point and small risks producing acci- 
dents are treated in the same manner 
as large risks; in fact, the service is 
intensified if necessary to effect ade- 
quate accident reduction. However, one 
portion of our new plan is designed to 
reduce the accident frequency on the 
small risk and, in so doing, reduce the 
number of small risks on which it will 
be necessary to render intensive service. 

Safety Letter Service 

“A direct-mail safety service program 
for all risks producing a premium of 
$150 or less has been launched, Letters 
that are short and to the point are sent 
to the employer monthly, regardless of 
the experience on the risk. The subjects 
covered are the accident prevention sub- 
jects that our engineers would discuss 
with an assured on a personal visit; in 
fact, these letters will treat all of the 
conditions which have been the cause of 
bad accident experience in the past. 

An added service is rendered those 
small risks which produce a bad experi- 
ence. At the time we learn that the 
risk is approaching the danger mark (a 
loss and expense ratio of 80%) an an- 
alysis of the business is made, together 
With a study of the accidents which have 
occurred. A letter is then written to the 
assured, drawing his attention to the 
name of the injured and the cause of 
the accident and suggesting means for 
eliminating their recurrence. These let- 
ters with the accidents listed serve as 
appropriate supplements to our circular 


NOVEL RULING 





Court Directs Insurance Company to 
Place Interpretation Upon Provisions 
of Policy in Advance of Trial 
Justice Richard P.. Lydon, New York 
Supreme Court, has rendered a decision 
involving the interpretation of the pro- 
visions of a robbery insurance policy in 
an action brought by Tevel Kaleko, et 
al. as trustees against the Century In- 
demnity. The clause in the policy read: 
“The company shall not be liable for 
loss or damage* * *unless the assured 
has taken all reasonable precautions to 
safeguard the property against loss by 

robbery.” 

The court directed the company to 
place its interpretation upon this provi- 
sion of the policy and to submit proof 
in advance of the trial as to “what pre- 
cautions” it claims should have been tak- 
en by the assured to safeguard the prop- 
erty. Alex Davis of Goldstein & Gold- 
stein appeared for the assured; Prince 
& Loeb for the company. Prince & Loeb 
contended that the policy does not re- 
quire specifically any particular kind of 
precautions to be taken and “that is a 
matter to be determined upon the trial 
of this action, whether the assured should 
have taken precautions to safeguard the 
property against the loss covered by the 
policy.” 





TURNER OUT AS ARBITRATOR 





Prominent Chicago Lawyer Handicapped 
by Lack of Enforcing Machinery in 
Post Held a Year 

George E, Turner, well known Chicago 
insurance lawyer, has resigned as arbi- 
trator for the casualty and surety ac- 
quisition cost conferences in the Chi- 
cago territory, a post he has held for 
the past year. When Mr. Turner stepped 
into the picture conditions were at their 
worst and although he has made progress 
he has found his task a difficult one 
because of lack of enforcing machinery 
in the acquisition cost conferences. 

Mr. Turner has been spending a few 
days in New York City conferring with 
company executives and has found the 
general opinion to be that real commis- 
sion reform will not come about until 
companies agree on a line of conduct. 
enlist the aid of commissioners and ad- 
here strictly to the rules. 





MAKES GOOD 6-MONTH SHOWING 


The American Mutual Liability of Bos- 
ton in its financial statement for the 
first six months of this year shows in- 
creases in both assets and surplus. Its 
total assets of $23.722,531 represent a 
gain of nearly $250.000 as compared with 
the December 31, 1929, statement. Sur- 
plus now stands at $4.088,963, an increase 
of $26,577, while $250,000 has been added 
to the depreciation reserve. These two 
items together represent an increase of. 
$277.577 in total contingency funds. Dur- 
ing July the company declared its 504th 
consecutive dividend of 20%. 





FIGHT MISSOURI STATE FUND 


The Associated Industries of Missouri 
and other business organizations are 
taking steps to combat the campaign in 
favor of state-fund workmen’s compen- 
sation insurance in Missouri. The ques- 
tion will be submitted to the voters of 
the state at the annual state-wide elec- 
tions next November. “Keep the State 
Out of Business” is the slogan adopted 
for the campaign against monopolistic 
state-fund insurance. Many business 
men have already subscribed to the anti- 
state fund cause. 








letters on accident prevention, because 
they drive home to the assured the fact 
that they are having accidents which 
could very well be prevented by proper 
education. This type of letter is then 
followed up by a personal visit by the 
engineer and a definite program set up 
to accomplish results.” 


























The Cost of THIS Forgery 


Insurance is proportionate to 
Hazard. Premium 


credits range up to 


60%! 


[ NDER The General Indemnity merit-rating plan, 

originated by this corporation, users of approved check 
writing instruments and/or approved safety paper 
checks receive credits ranging from 5% to as high as 
60% from standard premium rates! 


Against the staggering total of America’s $300,000,- 
000 estimated annual loss from check frauds, Standard 
Forgery Bonds are a complete and modern form of 
insurance. They cover every contingency. 


In the first place, the forgery bond indemnifies the 
assured and his bank against monetary loss in connec- 
tion with any check, draft, order, or direction to pay 
a certain sum in money bearing the assured’s signature 
or purported signature. This includes forgery of sig- 
nature or endorsement, as well as alterations of amount, 
payee-name, etc. 


Again, reimbursement does not depend upon produc- 
ing the forged instrument as proof of loss, for in many 
cases it is impossible to obtain. In all such instances, 
The General Indemnity Corporation accepts an affidavit 
by the insured as sufficient proof of loss to warrant 
immediate settlement. 


Many of the most important Forgery Bonds placed 
during recent months have been written by this Com- 
pany simply because the Standard Forgery Bond offers 
advantages to the insured which are not obtainable 
elsewhere. 


























Local agents and brokers recognized. 


The General Indemnity Corporation of America 
Home Office, Rochester, N. Y. New York Office, 217 Broadway 


Offices in all principal cities 
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How Aetna Life Group 
ViewsCompensation Line 


URGES AGENTS TO SOLICIT IT 





Underwriting Considerations and Pros- 
pecting Ideas Presented in August 
“Aetna-izer” Supplement 





In view of the gloomy attitude which 
has been taken for the past few years 
on the writing of compensation business 
it is interesting to note that a company 
group of the size of the Aetna Life & 
Affiliated Companies has_ repeatedly 
made the assertion: “There is plenty of 
good compensation business and we want 
more of it.” This assertion is made, of 
course, with the reservation that the 
business must be selected—not from just 
a few classifications but from practically 
all. Furthermore, the Aetna Life 
group has no “prohibited list” but on ac- 
count of high loss ratios developing in 
a few classifications its home office su- 
pervisory underwriters request that com- 
plete information be furnished by agents 
on all risks falling within such classi- 
fications. 

Agents of the Aetna Life’s casualty di- 
vision are furnished with a comprehen- 
sive review of selling compensation in- 


surance in the August “Aetna-izer” sup- 
plement which not only describes the 
general factors to be considered in un- 
derwriting of the compensation line but 
suggests to producers how the line may 
be aggressively solicited. Excerpts from 
the supplement follow: 
Underwriting Considerations 

“Generally the situation in workmen’s 
compensation is no different than that 
in any other line. The risks must be 
selected with a view of securing a nor- 
mal loss ratio on the entire business. In 
underwriting the business a risk is con- 
sidered from both the moral and physi- 
cal standpoint. By moral we mean the 
interest which the employer may take in 
keeping his plant in good condition and 
the employment of foremen who will in- 
sist that operations will be conducted 
with proper regard to the prevention of 
accidents and the welfare of the work- 
men. By physical, we mean the general 
conditions and upkeep of the premises 
and equipment and in manufacturing 
risks the additional factor of safeguard- 
ing of machinery. 

“Another factor which affects the de- 
sirability of a risk is its accessibility for 
inspection, safety engineering, payroll 
audit, medical and claim service. When 
risks are located in rural sections and 
small towns some distance from trans- 


portation facilities, it is not possible to 
give the promptness in service possible to 
more accessible ones. Furthermore, the 
cost of properly servicing them’ is 
greater. 

Solicit Aggressively 

“There is much good compensation 
business but to secure his share, the in- 
dividual agent must constantly solicit it 
along with other lines. Unless the busi- 
ness is sought, the agent’s opportunities 
to secure compensation will be limited 
largely to those risks seeking a carrier 
that will accept them and the majority of 
such risks have experienced a consistent- 
ly bad loss ratio. 

“The fact that state laws impose upon 
employers the liability for compensation 
payments and that the majority turn to 
insurance carriers to assume that lia- 
bility does not change the necessity of 
the agent’s getting out and soliciting the 
desirable business. Neither does the sit- 
uation alter the fact that after the busi- 
ness is obtained, he must keep constant- 
ly in touch with his client and render 
service after the sale. Even though the 
rate of commission may be relatively 
lcwer than in many of the other lines, 
the risks develop larger premiums and 
consequently larger commissions. 

“A number of business concerns carry 
their own liability for compensation pay- 





denly he remembered. 





wife.” 


of the disability endorsement, its 


man spoke his thanks, left. 


Another day brought another visi- 
tor—the ill man’s wife, left with- 
out income or support. She was 
anxious about the disability bene- 
fits. The Agent reassured her. 
Payments would start 4 
soon and continue as 
long as disability last- 
ed. She smiled pathet- 
ically. ‘That will en- 
able me to keep my 
children with me. We 
will go to my mother’s 
and we will manage to 
get along. 





The part we play in the 
performance ofa 
great service 


HE Agent glanced up as a haggard young man 
entered his office. A claimant, he guessed. Sud- 


A year ago, this man had 
wanted to cancel the disability endorsement on his 
Life policy. 


Probably he would never need it, he 
had said, and he did not 
wish to pay the extra 
premium. 


The man spoke—“tu- 


The Agent made the necessary arrangements, 
recalling the day when all his powers of persuasion 
had been necessary to convince this man of the value 


feature and waiver of premium clause. 
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berculosis — sanitarium 
— disability benefits — 
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Then death came. 
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Thirteen months passed, each bringing Continental’s draft. 
A few days later the Agent delivered 
Continental’s final draft—$3,000. Not a great sum, but 
as he handed the widow the check and saw the gratitude 
in her eyes, he gave thanks for the renewed realization of 
the part he had in a great work—for a day when he had 
convinced a healthy young man that the future is uncertain 
and insurance the only safeguard. 


and every man and woman among their 
thousand employees also have a full realization 
ena, of their part in the performance of a great 
“fs service—to individuals and to society. 
that realization that inspires and makes possi- 
ble the careful and considerate attention the 


Affiliated Companies give to the needs, great 
and small, of their every agent and policy- 
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ments. Self-insurers are, as a rule, de- 
sirable risks, They are financially strong 
and many of them develop large pre- 
miums. The forward looking agent 
should not hesitate to solicit them, for 
he can point out a number of advantages 
from the employer’s standpoint of plac- 
ing the insurance with a strong com- 
pany rather than self-insuring the risk. 
Members of Mutuals as Prospects 


“According to recent statistics about 
20% of the entire volume of workmen’s 
compensation insurance is carried by 
mutuals. Members of mutuals are excel- 
lent prospects for the agent to solicit. 
When soliciting such risks, it is not a 
matter of ‘knocking the mutuals,’ but sell- 
ing your agency service. 

“Tt has often been contended that mu- 
tuals have no or very little acquisition 
expense. The facts are ta the contrary. 
Salaried salesmen are employed and in 
scme cases brokers are paid a limited 
commission. The acquisition expense of 
mutuals is lower but the agent securing 
the business for a strong stock company 
fulfills a triple function which justifies 
the higher acquisition expense. 

“In the first place, active solicitation of 
new business is continuously necessary 
to keep an agency or an insurance com- 
pany a healthy growing concern by re- 
placing assureds who lapse or go out of 
business, and by procuring that wide 
distribution of risks which is requisite 
both to secure the average upon which 
insurance is based and to lessen the 
shock of catastrophe. Secondly, the 
agent acts as a medium through which 
the insurance carrier and its assured are 
kept in that close contact which is so 
valuable to both. Through the agent the 
assured’s needs are put before the car- 
rier, and the carrier’s service is placed 
always at the disposal of the assured. 

“By constantly keeping in touch with 
the assured, he can learn if-there is any 
dissatisfaction with the medical and 
claim services and have the carrier rem- 
edy the situation at once. Thirdly, the 
function of the agent is to furnish the 
assured the services of a specialist in in- 
surance. The agent is the expert who 
first carefully analyzes his client’s insur- 
ance problem and then sees that the cli- 
ent gets the proper coverage, and after- 
ward acts continuously as the client’s ad- 
visor in all matters pertaining to his in- 
surance needs. I[f the agent fulfills these 
three functions he fully justifies his 
commission. 

Other Prospects 


“Prospects for workmen’s compensa- 
tion are not limited to self-insurers and 
risks insured by mutuals Employers of 
labor are well aware of their obligations 
to employes and are constantly seeking 
to keep their business operating efficient- 
ly and at as low a cost as possible. The 
service provided by their insurance car- 
rier and the agent is an important fac- 
tor and they demand the best. An agent 
who is familiar with his company’s facili- 
ties in this respect and contributes his 
own agency service can meet any com- 
petition.” 





MOTOR DEATHS ON INCREASE 





Approximately 16,500 Lives Lost Through 
Motor Vehicle Accidents During 
First Seven Months of Year 


Accidents by motor vehicles have been 
responsible for the loss of approximately 
16,500 lives the first seven months of this 
year, according to reports of state offi- 
cials received by the Travelers. This 
report compares with approximately 15,- 
400 during the first seven months of last 
year. The increase in motor vehicle fa- 
talities has brought the daily rate {or 
the first seven months up from 72 to 
77 this year. 

The fatality toll indicated for the seven 
month period this year is based upon the 
percentage gain in deaths as reported for 
the first half of the year. The estimated 
record has been put conservatively at 
16,500, because for June figures-are avail- 
able for only nineteen states, on the basis 
of which a decrease is indicated from 
last year for that month. ; 
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Standard Accident Staff Changes 


Larger Responsibilities for Paul M. Bowen, Ralph H. Platts 
and A. J. Crockett in Keeping With Company’s Program 
of Agency Development; E. A. Warnica Also Advanced 


As announced in The Eastern Under- 
writer last week the Standard Accident 
has placed Paul M. Bowen, vice-presi- 
dent and assistant treasurer, in charge of 
executive work in connection with agen- 
cies and branch offices, being assisted 
by Ralph H. Platts and A. J. Crockett, 
assistant secretaries. E. A. Warnica, who 
has been assistant to. Mr. Platts, has 
been promoted to be stiperintendent of 
the liability department. These staff 
changes are in keeping with the Stand- 





P. M. BOWEN 


ard Accident’s program of agency devel- 
opment and improved agency relations. 
Its well established agency staff and ad- 
vertising department will continue intact. 
In making known these changes last 
weck the Standard Accident also paid a 
well deserved tribute to E. J. Schofield, 
who has resigned to join the Globe In- 
demnity as agency vice-president. The 
best wishes for success in his new un- 
dertaking were extended by the Stand- 
ard Accident. 
Bowen Long Active in Agency Work 
Ever Since the first years of his ap- 
Prcnticeship with the company Mr. Bow- 
en has been identified with its production 
activiti 
‘clivities. For several years he was as- 
wing Superintendent of agents and 
Baencan in charge of the Standard Ac- 
nt s New York branch office during 
rng. of its reorganization. Fol- 
— his New York experience he re- 
"ghd to the home office in 1926, where 
vie work was continued together 
notin active Participation in the general 
nba affairs of the company. 
a = Platts, Crockett and Warnica 
Per a atts’ experience in underwriting 
so: ‘ed services has covered a long 
igh” years under the guidance ‘of 
gas hom, veteran vice-president of 
erverintn and a pioneer casualty un- 
ra on He has devoted most of his 
ene ately to persona! contact with 
their near field and to a study of 
: ff. lems and difficulties. Under 
W arrangement Mr. Platts will not 





RALPH H. PLATTS 


relinquish his supervision of the com- 
pany’s casualty underwriting but will 
continue it in connection with the work 
he will do in the way of assisting in 
the production of new business and hold- 
ing old business. He joined the Stand- 
ard Accident in 1912 in its safety engi- 
neering department, later taking up lia- 
bility problems and becoming superin- 
tendent of that department. He was 
made assistant secretary in 1928. 

Mr. Crockett has been with the Stand- 
ard Accident for the past ten years, his 
first work being in the supervising de- 
partment. Later his responsibilities were 
increased and his efforts were devoted 
to the Standard’s branch office problems 
in the field. He was with Vice-Presi- 
dent Bowen in New York City as assist- 
ant manager during the reconstruction 
period there and since his return has 
visited every branch office of the com- 
pany. 

Mr. Warnica has been assistant to As- 
sistant Secretary Platts until recently. 
He has had a substantial groundwork in 
the liability end of the business and is 
eminently fitted for his new post as head 
of that department. 
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Increase In Amateur Hold-Up Men 
Creates Big Demand For Insurance 


By ROBERT E. BRODERICK, 
Superintendent, Burglary Department, Century Indemnity 


Present economic conditions create 
amateur. criminals and therefore increase 
demand for burglary and hold-up insur- 
ance, Robert E. Broderick, superintendent 
of the burglary department of the Cen- 
tury Indemnity, points out in this article, 
which appeared in the current “Messen- 
ger” of the Aetna (Fire) Group. 

Business depression never appears in 
public without his equally famous twin, 
unemployment. This pair is known and 
dreaded throughout the land and whether 
we like to believe it or not, the fact re- 
mains that both are responsible for in- 
creased burglaries and holdups. Driven 
by desperation, members of the army of 
unemployed adopt criminal methods of 
securing property and money. The 
crimes range from petty thefts to brazen 
holdups, and as many of the perpetrators 
are amateurs, no individual or firm is im- 
mune. Proper burglary and holdup in- 
surance in adequate amounts provides 
protection for these periods of depres- 
sion. 

There are times when honest men, 
whose means of livelihood suddenly 
cease, find themselves confronted with 
the necessity of living, no matter how. 
It does not require much imagination to 
picture the plight of these men after 
spending weeks searching for any kind 
of work. Their meager funds reduced, 
it is a struggle to obtain sufficient food 
to prevent absolute starvation. Seri- 
ously handicapped by prevailing condi- 
tions, reduced to the necessity of fre- 
quenting flop-houses, these honest men 
become desperate, and slowly but surely 
decide on the inevitable. Burglary and 
holdup insurance provides relief for the 
victims of these temporary bandits. 

The amateur gamblers of the stock 
market are another class to consider. In 
the majority of cases other people’s 
money has been gambled away in their 
greedy desire for wealth. When the 
crash comes, they must replace those 
stolen funds and again crime is the an- 
swer. ‘This results in more attempts to 
secure money or negotiable property by 
criminal methods, burglary or robbery. 
These are not theories, but actual facts 
developed during the recent and numer- 
ous slumps in the market. 

It is a recognized fact that today the 
expeyienced bandit is devoting his time 
almost exclusively to hold-ups. After all, 
it is a comparatively simple matter to 
divide a payroll with little fear of de- 
tection. They realize, too, that a bur- 
glary affords them very little profit for 
the hazard involved. A good sized bur- 
glary requires the services of at least 
four men incliding the driver of the 
truck or sedan, whichever is used. While 
the property stolen may represent ‘a 
value of twenty thousand dollars, a re- 
ceiver of stolen property will rarely al- 
low them more than five thousand dol- 
lars on the stolen goods. 

Compare this tedious and dangerous 
procedure with the simple payroll holdup. 
Three men are all that are necessary. 
which includes the getaway driver, oper- 
ating a high-powered stolen car. The 
distinct advantage to the holdup bandits 
is the element of surprise. While com- 
pleting a burglary, the crooks are at 
a decided disadvantage because of the 
possibility of detection. In a holdup the 
iob is completed in a few minutes. leav- 
ing the unfortunate victims bewildered 
and wondering what it is all about. 

It makes no difference how much 
courage an individual may have, when 
he hears the surprise command to 
“stick ’em up.” his subconscious mind 
forces his hands to reach for the ceil- 
ing. Certainly, none of us will question 
the courage of anv man who is relieved 
of his money and property by holdup 


bandits. Three minutes after the ban- 
dits have made their escape, the vic- 
tims know exactly what they should have 
done; but in that time, the bandits are 
on their merry way. 

To some extent, the armored trucks 
delivering payrolls have frustrated the 
activities of the bandits; but these same 
bandits have simply laid their plans to 
conduct their raids after the payroll is 
delivered and after the armed guards 
have gone their way. It is a mistaken 
impression that the payroll is fully in- 
sured by the delivery company until the 
payroll has been disbursed. Such is not 
the case, for the liability of the ar- 
mored truck delivery company ceases 
upon the delivery of the money to the 
office of the owners of the payroll. From 
that time on until the payroll is prop- 
erly distributed, the risk is entirely the 
owners’, unless adequately protected by 
inside holdup insurance. 

Burglary and holdup insurance has 
ceased to be classed as a luxury. The 
demands for such coverage today are 
greater than ever before. 





FORM PHYSICIANS CASUALTY 


The Physicians Casualty of Indianapo- 
lis, a mutual health and accident com- 
pany, has been organized with J. Wes- 
ley Stamper, president of a company 
with a like name in Illinois, as its chief 
officer. Other officers are C. C. Renow, 
secretary-treasurer and general manager, 
and W. H. Rogers, vice-president. Al- 
though designed especially for physicians 
the company will not be limited to that 
cla@ of business. 
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1883 


OUR SPECIALTY : 


NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


~ - 
TOTAL DISABILITY INDEMNITY 
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# PARTIAL DISABILITY INDEMNITY 4 
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Answers Questions On 
Executive Officer Cover 


COMPENSATION RATING BOARD 





Effort Made to Make Clear the Opera- 
tion of Section 54 of the N. Y. 
Compensation Law 





Because of the numerous questions 
which have been raised in connection 
with the recently adopted section 54 of 
the New York compensation law having 
to do with coverage of executive offi- 
cers, the Compensation Inspection Rat- 
ing Board has given its own opinion on 
most of such queries, pointing out that 
others may have to be finally determined 
by the courts. The Board’s opinions 
follow: 


Q. Who are executive officers? 


A. Executive officers are persons elec- 
ted to offices provided for in the charter 
of the corporation. The members of the 
board of directors do not come within 
this definition. In some corporations the 
chairman of the board performs the du- 
ties of an executive officer. 

Q. Where an executive officer has 
served notice to be excluded and the risk 
is renewed with the same carrier, is it 
necessary for the executive officer to file 
a new notice of election upon renewal? 

A. The statute is not clear on the sub- 
ject, but the section refers to “the insur- 
ance contract.” Under the circumstances 
we think it is preferable to have an exec- 
utive officer make his election each year 
sc as to relate the election to each new 
insurance contract. 

. If an executive officer elects him- 
self out of the compensation law, ts the 
insurance carrier required to defend the 
employer in the event that the officer 
bring suit for damages against the cor- 
poration? 

A. The insurance carrier in the above 
. case does not provide cover against @m- 

age suits brought by an executive officer. 
(See last sentence of paragraph relating 


to executive officers in the New York 
standard endorsement.) 

Is it satisfactory if the form of 
election notice filed by the executive of- 
ficer with the insurance carrier contains 
only his typewritten name in place of his 
signature ? 

A. The typewritten name of an officer 
is not a signature. The notice should be 
signed by the executive officer in per- 
son, or by an authorized agent. 

When Serving Without Salary 


Q. An executive officer serves without 
salary and files no notice of election. Is 
he covered under the policy, and if so 
what payroll shall be stated? 

A. An executive officer engaged in vol- 
untary service for a charitable, religious 
or educational institution need not file no- 
tice of election since he is excluded by 
group 18, section 3. But an officer serv- 
ing without salary for any other corpora- 
tion must file notice of election in order 
to be excluded. If no notice is filed and 
no payroll declared, the policy declaration 
should contain a statement of $100 per 
week per officer. 

Q. May individual employers or co- 
partners elect to be covered under the 
compensation policy? 

A. The amended law makes no pro- 
vision for individual employers and co- 
partners. This is entirely logical since 
the employer is not a proper subject for 
insurance under a workmen’s compensa- 
tion policy. Individual employers who de- 
sire protection against personal injuries 
should be provided with personal acci- 
dent insurance. 





M. R. CLARK’S LICENSE REVOKED 

The New York state insurance de- 
partment has revoked the licenses of 
Marvin R. Clark, 119-01 Jamaica ave- 
nue, Richmond Hill, N. Y. Clark. who 
was licensed as an agent of the Buffalo 
Insurance Co. and the U. S. Casualty, 
was found to be untrustworthy and guilty 
of dishonest practices. in that he failed 
to account for premiums he had col- 
lected. 








Says Big Bill 


(Continued from Page 15) 


were blocking traffic, both sidewalk and 
street. If that had not been done the 
crowd in front of our bank might have 
been taken for a lot of depositors storm- 
ing the bank; and then all other busi- 
ness in the neighborhood would cease, 
giving way to a real run on the bank 
which might soon take the form of a 
panic.” 
* * * 
Thirty-two Story Building Ready by 
January 1 

According to the real estate columns 
of the daily papers the 32-story ad- 
dition of the New Amsterdam Casualty 
will be ready January 1. When the an- 
nex is completed the combined frontage 
of the annex and the present building at 
60 John street will be 219 feet on John 
street and thirty-nine feet on Maiden 
Lane. The annex will be topped by a 
three-story pent house. 

Four high-speed Otis elevators will be 
installed. These will be the iatest type 
signal - control micro - leveling. Floor 
areas in the new addition will range from 
5,340 to 4,180 square feet on the second 
to thirteenth floors and from 3,460 to 
1,743 on the fourteenth to thirtieth. The 
total rental area will be approximately 
113,000 square feet. Floors from the 
fourth to the nineteenth will be erected 
at the same levels as the present floors 
of 60 John street, thus giving a total 
net rental area of between 17,000 and 
18,000 square feet on a floor. 


The Largest Board of Directors 


Frederick H. Ecker, president of the 
Metropolitan Life; Thomas I. Parkinson, 
president of the Equitable Life Assur- 
ance Society, and Franklin D’Olier, vice- 
president in charge of administration of 


The Prudential, are of that distinguished 
company making up the new board of 
directors of the Chase National Bank of 
New York, since the merger with the 
Equitable Trust. This is said to be the 
largest board of any bank or, for that 
matter, any other corporation in the 
country as it numbers eighty-three. A 
meeting of the full board would have 
the appearance of a business conference 
and some “conventions” have had no 
more than that number. To run the 
affairs of this huge bank with its total 
resources of $2,650,000,000, making it the 
largest banking institution, there have 
been created several new top executive 
titles. The wave of bank mergers of 
recent years has raised some delicate 
problems in finding titles for the presi- 
dents of the several banks taken into 
the merged institution. The Chase now 
has a chairman of the governing board, 
Albert H. Wiggin; chairman of the exec- 
utive committee, John McHugh; chair- 
man of the board of directors, Charles 
S. McCain: vice-chairman of the board, 
Robert L. Clarkson; and president, Win- 
throp W. Aldrich. Following the five 
top executives in rank are eighty-one 
vice-presidents and seventy-two second 
vicé-presidents. The following banks 
have been taken into the Chase: Metro- 
politan Bank in 1921, Mechanics and 
Metals in 1926, Mutual Bank in 1927, 
Garfield and National Park in 1929 and 
the Equitable Trust and Interstate Trust 
in 1930. As the set-up stands now the 
Chase National Bank has the following 
affiliates: Chase Securities Corporation, 
American. Express Co., American Ex- 
press Bank and Trust, Chase Bank 
(Paris-Mexico City), Equitable Trust, 
Equitable Eastern Banking Corporation, 
Chase Safe Deposit Co. 


Col. Hill Carruth Was Once A 
Grocery Clerk; His War Career 


Colonel Hill Carruth, executive assist- 
ant to George L. Radcliffe, president of 
the American Bonding Co., and first vice- 
president of the Fidelity & Deposit, is 
an Arkansas man who was the youngest 
lieutenant colonel in the A. E. F., being 
twenty-six at the time and commanding 
the 114th Ammunition Train, 39th Divi- 
sion. 

Colonel Carruth was born on a farm 
near Warren, Ark. He plowed fields 
for his father, driving an old mule. He 
wanted to go to the University of Ar- 
kansas and his father told him he would 
finance him for one year, after that he 
would have to furnish his own funds. 
He did this in the second year at col- 
lege by digging ditches at ten cents an 
hour, sweeping floors in the main build- 
ing and mopping the library. The third 
year he was placed in charge of the 
check room at a salary of $11.50 a month. 
During his senior year he was head 
janitor at $20 a month. He was gradu- 
ated with a B.A. degree. 

Despite all his hard work in the school, 
Colonel Carruth found time to be presi- 
dent of the Y. M. C. A,, president of 
the student B. Y. P. U., win several ora- 
torical medals, and was in a cadet com- 
pany, from private to captain. He did 
not leave college with any exaggerated 
notions and went right to work in a gro- 
cery store in Warren. In November of 
1911 he organized a National Guard com- 


pany and was elected captain. While 
working as a grocery clerk he studied 
law at night and in 1913 was finally ad- 
mitted to the bar. In 1914 he was elect- 
ed to the House of Representatives and 
in 1916 to the Senate. 

While serving on the Mexican Border 
he was promoted to the rank of major. 
In April, 1917, he was recalled to active 
service and was promoted to lieutenant- 
colonel and sailed for France. After 
the Armistice he was ordered to Wash- 
ington, serving on the general staff on 
the board of contract adjustments until 
May, 1920, when he resigned. He went 
to work for the Thompson-Starrett Con- 
struction Co. in New York and then 
joined the Fidelity & Deposit. He was 
appointed manager of an Arkansas 
branch in Little Rock. Business in Ar- 
kansas at that time had been $7,000; 
by the time he was transferred to Mem- 
phis in 1925 business for the Little Rock 
office had climbed to $116,000. His terri- 
tory at Memphis included Arkansas, 
Tennessee and Mississippi. 





DONATE AUTHORS’ ROYALTIES 
The royalties on the recent book 
“Casualty Insurance” by G. F. Michel- 
bacher and the various specialists who 
collaborated with him in its prepara- 
tion are to be donated to the Casualty 
Actuarial Society of which several of 
the authors are. members. 








Great American Indemnity Ads 
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ed collateral is returned to the owner 
with far more dispatch and ease by a 
surety company than it is when it is de- 
posited with a court or political unit 
when, frequently, much red tape is in- 
volved. 

Q. What three tests should a proper 
insurance rate meet? 

A. Rates must be reasonable. The 
public must not be called upon to pay 
more than sufficient premiums to enable 
the companies to maintain solvency and 
make a small underwriting profit. 

They must be adequate. Inadequate 
rates would injure the companies’ finan- 
cial stability and tend to nullify the value 
of their protection to policyholders. 

Rates must be non-discriminatory. 
They must be equable for all risks in- 
volving substantially the same hazards. If 
otherwise, obviously they would do an 
injustice to policyholders. 

The rates charged by conference stock 
cempanies meet these requirements. 

QO. 1. What problem must insurance 
companies face in rate-making that other 
businesses do not meet in fixing their 
prices? 

A. In businesses involving the sale of 
commodities, production and sales costs 
are known before the prices are fixed. In 
the insurance business prices or rates 
must be established before costs for in- 
dividual risks are known. 

Q. 2. Why does the law encourage com- 
bination of insurance companies for the 
purpose of formulating rates and under- 
writing rules and regulations? 

A. Since insurance rates must be 
made before costs are known the law of 
averages must be brought into play. This 
law is operative only when the rate- 
maker has the experience of a large num- 
ber of risks as a basis for his work. Fur- 
thermore this experience must be based 
on uniform methods of compilation which 
means that all the elements composing it 
must be formulated on a uniform basis. 
Underwriting rules, classifications and 
rates must be uniformly observed by all 
reporting companies. 

The experience of one company is ade- 
quate for this purpose. Hence, compa- 


nies are encouraged to pool their re- 


spective experiences and to build uniform 
rates and regulations based upon the av- 
erage of all. This is the only scientifical- 
ly accurate method of making rates that 
are adequate, reasonable and non-dis- 
criminatory, and is the method practised 
by conference stock casualty companies. 


Describes National Bureau 


One of the most recent of the Great 
American educational ads is descriptive 
of the National Bureau of Casualty & 
Surety Underwriters. The copy reads: 

Q. What is the National Bureau of 
Casualty & Surety Underwriters? 

A. This is the central organization 
through which conference stock casualty 
insurance companies handle problems of 
common interest. It collects and com- 
piles loss experience, formulates rates 
and underwriting rules, and performs 
many other functions in the interest of 
sound insurance practice and the public 
at large. 

Because of the large amount of acci- 
dent data it collects, the Bureau is well 
equipped also to perform an extensive 
work for the conservation of life and 
property, touching upon persons in every 
walk of life throughout the nation. Much 
of this work it does single-handed; a 
large part is also done in co-operation 
with other public and private organiza- 
tions. j 

The story of how it accomplishes this 
will be told in subsequent units of this 
series. Accident prevention is one of the 
great works that co-operative effort en- 
ables conference stock casualty insur- 
ance companies to do. 

Throughout the entire series the Great 
American Indemnity has made no at- 
tempt to stress the superiority of its 
own service over that of any other com- 
pany; it is an. educational campaign for 
the good of the business as a whole. The 
company’s belief ‘s that if it can do some- 
thing to advance the interests of the 
business generallv, its own interests will 
be accordingly benefited.’ Many com- 
mentators on the campaign have sug- 
gested that the complete series be pub- 
lished in pamphlet form. This is being 
considered by the company. 








